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our Anniversary Gift to 
YOUR customers 


This offer limited 
to the month of 


October only. 


Here is the feature silverware 
promotion for October . . . the 
event that right now is bring- 
ing thousands of sales to au- 
thorized dealers of Holmes & 
Edwards Inlaid. Get in on this 
deal at once . . . here are the 
facts— 


To celebrate our 50th Anni- 
versary, and to introduce the 
beautiful new pattern, Master- 
piece ... we present the Golden 
Anniversary Gift chest for the 
month of October only. 

This chest, illustrated above. offers 
to the purchaser of a standard 34- 
piece service for eight, eight salad 
forks in addition, which are absolutely 
free. With the purchase of a standard 
26-piece service for six, six salad forks 
are given free. 

Back of this free gift is the layges 
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national advertising campaign ever 
sponsored by Holmes & Edwards 
Inlaid. During October alone. the 
Gift will be featured in 12,500,000 
national advertisements which include 
advertisements in two issues of the 
Saturday Evening Post. Again, in 
November magazines (offered for sale 
October 20th) there will be another 








6.500.000 national advertisements. . . 
all for authorized dealers. 

Women are reading these advertise- 
ments right now and are buying the 
Gift chest. It is a sure-fire seller . . 
order at once. 

The mark of the Internutional Silver 
Company — the world’s largest manu- 


| facturer of silverware—the world’s 
la: gest advertiser of silverware. 


HOLMES & EDWARDS INLAID 


“Something More Than Plate” 


A PRODUCT OF THE INTERNATIONAL SILVER COMPANY, Meriden, Conn. 


NEW YORK 
9-19 Maiden Lane 


CHICAGO 
Merchandise Mart 


SAN FRANCISCO 
150 Post Street 


ST. LOUIS 
Ambassador Building 


ATLANTA 
801 Hurt Building 
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SPEAKING OF THE JEWELRY TRADE «4 « «4 


‘ton Stanek of 
Graffe & Stanek, Chicago, tells of a 
new way in which the public is being 
swindled in the sale of old gold and 
which he learned of in the store of 
Charles Schuell, of South Bend, Ind., 
a short time ago. Mr. Stanek’s firm 
was one of the first to suggest the buy- 





ing of old gold to their customers last 
February offering to accept it in pay- 
ment of accounts and was interested 
in all that pertains thereto. Con- 
sequently, he listened with attention 
when a lady came in Schuell’s store 
and told the jeweler she had sold a 
watchcase and some other articles to a 
man who called at her home, saying 
that although the gold only came to 
$9, she had talked him into paying her 
an extra dollar. 

When the jeweler, who had offered 
to pay her 50 cents a pennyweight for 
the gold, explained to her that she had 
been cheated, she denied this vehe- 
mently saying that she had gotten this 
price for it and had seen it weighed. 
The peddler, she said, had also offered 
her 50 cents a pennyweight and had 
put pennies in the scale opposite her 
gold until he had 18 on the balance. 

Inasmuch as the ordinary cent 
weighs 48 grains or two pennyweight, 
the peddler could well afford to do 
this and throw in the extra dollar. 

It is probable that other people are 
being swindled by ignorance of the 
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fact that a “pennyweight” is not the 
weight of a penny but half the weight 
of an ordinary cent. 


* * * 


dd 
I, is the duty 


of every delegate from a State Asso- 
ciation to the National Convention 
to attend each and every session and 
take care of his personal business 
either when there are no sessions or 
to wait until the convention is over,” 
said an official of the A. N. R. J. A., 
in gently rebuking a delegate to the 
Boston convention who announced 
that “he had to leave to look after 
some business matters.’’ And this of- 
ficial later remarked to his friends: 


“A man who accepts the position 
of delegate undertakes an obligation 
to represent his Association, and bring 
it back the full result of the proceed- 
ings. Many of these men have their 
expenses paid, in whole or in pact, and 
these in particular are most recreant 
if they spend any time outside of the 
convention hall either in pursuit of 
pleasure or personal business. If they 
cannot give their full time to the ses- 
sions they have no business to accept 
the position of delegate, but should 
leave it to some one who will live up 
to his obligations. They do not seem 
to realize that to take expenses to go 
to a convention and then use their 
time for their own pleasure or profit 
without fully attending the sessions is 
technically as close to ‘embezzlement’ 
as any conscientious man would care to 
go. The least that can be said is that 
they have obtained their ‘expense 
money under false pretenses.” 
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Md | 
do not know 


anything that the jeweler is doing to- 
day which, if he continues, will kill 
his business faster and kill the retail 
jewelry industry faster than the sell- 
ing of junk,” said T. A. Potter, presi- 
dent of the Elgin National Watch 
Co., in his address before the A. N. 








R. J. A. Convention at Boston last 
month. “I believe I can say without 
hesitancy that there has been a lot of 
junk sold in the form of watches, and 
I think I can further say that there 
have not been any American watches 
or goods sold under this caption. 


“Danger lies in undermining the 
confidence of the public in our re- 
tail jewelers. The reason the retail 
jewelry trade has existed is due to the 
fact that you have built up in the past 
prestige and confidence in the public 
so that they will come to you and not 
to a grocery store to buy a watch. 
Take this confidence away from the 
public and what excuse is there for 
them to come to a retail jewelry store 
to buy jewelry, diamonds and 
watches? None. 

“Tf you put in their minds that they 
can buy. poor quality watches in your 
store, as well as any place else, they 
are going to lose faith in you and will 
be content to buy their goods through 
any distributing channel, whether or 
not the distributor knows anything 
about watches. 








METHODS tat | 


Silver selling ahead 


of the holidays if carefully planned should result in in- 
creased sales for the October Wedding season and lead 
into more Christmas business. The depression is passing 
and with a return to more normal conditions, as the holi- 
days approach, the jewelers who have exerted extra effort 
to build business will profit thereby. Here is how one 
Newark, N. J., retail jewelry concern handles this sit- 5 
uation. 

Miss Smith of Newark, N. J., is to be married. The 
announcement of her engagement appeared in the news- 
paper about a week ago. She is to be married in October. 
The morning mail brings an envelope, about four by six 
inches, which is rather heavy. In the upper left hand 
corner appears the name, Wiss Sons, Inc., 665 Broad 
St., Newark, and she wonders what on earth Wiss, jewel- 
ers, can be sending her—and why? Miss Smith opens 
the envelope and finds a bride book, beautifully bound in 
dark red leather, with the compliments of Wiss Sons, Inc. 

On the title page she reads: “This bridal book is sent 
to you with our compliments and with it we extend our 
sincere good wishes to you on this occasion. 

“. . It provides space for memoranda of the various 

events incident to your wedding. In it you may list the 
H. V. PAUL gifts you receive, the name and address of the giver and 
the date of your acknowledgment. 


Men 
































































































































° 
Manager, Wiss Sons, Inc. : : : 
. . . Through the years we feel certain you will derive 
] f ferri i , 
ca great pieasure from referring to its pages. 
ENGRAVING 
SPECIAL GIFTS RINGS ACME 16198-8 
GROOM TO BRIDE BRIDE TO GROOM ENGAGEMENT 
GROOM TO BEST MAN BRIDE TO MAID OF HONOR BRIDE'S WEDDING 
GROOM TO USHERS BRIDE TO BRIDESMAIDS GROOM'S WEDDING 
ENGRAVING CHARGE 
FLATWARE * PATTERN FINISH HOLLOWARE 
QUAN ARTICLES wGT QUAN. ARTICLES QUAN. ARTICLES QUAN. ARTICLES SPECIALS 
TEA SPOONS BOUILLON SP’S BON BON SP. LEMON FORK BERRY BOWL TEA SET 
OESSERT SP'S COFFEE SPOONS BERRY SPOON OLIVE SET SAUCE BOWL : .COFFEE SET 
TABLE SP'S 5 O'CLK. T. SP’S BUT. KN. SERV. PIE SERVER 
DESSERT FORKS ICE CREAM F'KS CHEESE SERV. PRESERVE SP. BON BON DISH BREAD TRAY 
DESSERT. KN’S ICED ‘TEA-SP’S COLD MEAT FORK SALAD SERV. SET CESSERT DISH ; “CANDLESTICKS 
DINNER FORKS ORANGE SP'S EGGe SERVER SALT SPOON FRUIT SALAD DISH CENTER PIECES 
DINNER KN'S OYSTER F°KS JELLY SERVER SERVING SET VEGETABLE DISH COMPOTES 
SOUP SPOONS FRUIT KNIVES LADLE SAUCE SUGAR SPOON GOBLETS 
SALAD FK’S IND. MEAT SET. 3 PC. “CREAM SUGAR TONGS BREAD & BUTTER PLATE GRAVY BOAT 
BUTTER SPR'O'RS STEAK SET, 2 PC. “GRAVY TOM. OR CUC. SER. SANOWICH re SALTS & FEPPERS 
CREAM SOUP SP’S FISH FORKS CAKE SERVER BUTTER PICK SERVICE 3 WATER PITCHER 
OATE FOR LETTER f! SENT | OATE FOR BRIDE BOOK SENT DATE FOR BROCHURE SENT | STORE aPP'T. CALLEO AT STORE WADE PURCHASES 
BRIDE'S FATHER ACCOUNT] SCHOOLS ENGAGEMENT OAJE SOURCE OF INFORMATION 
ADORESS ADORESS SALESMAN — 
NAME - GROOM NAME - BRIDE TEL. NO. GROOM BRIDE WEDDING DATE: 


























Card record containing complete information about silverware purchased for the bride. 
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STIMULATE 


With the bride book is sent an envelope in which are 
small stamps, numbered from one to 500, which are to 
be pasted to the gifts and the number of each noted in 
the bride book. ‘This serves as a complete identification 
of all articles listed. 

After several days a very personable young lady calls 
on Miss Smith. Mrs. Claire Cook, representing Wiss 
Sons, visits to make the suggestion that Miss Smith call 
at the store so that she may pick out a silver pattern. 
“Many of your friends will purchase your wedding gifts 
from Wiss,” Mrs. Cook explains, “and I am sure that 
you would like to have us know which pattern you prefer. 
You see, if we have this information our salespeople will 
be able to advise your friends—it will prevent duplication 
of gifts and a miscellaneous assortment of silver patterns.” 

Needless to say Mrs. Cook generally meets with a warm 
and appreciative reception. She does not sell, at least 
not in the aggressive sense of the word, but sales are made 
occasionally through this method of contact. 

This is what the customer experiences. Now, to go 
behind the scenes and see how Wiss Sons operates this 
service from the point of view of the retailer. 

Mrs. Cook reads the society news of Newark and the 
neighboring communities daily. All engagements are 
noted. Then the credit rating of the bride’s father is 
checked. If it is good, about a week after the announce- 
ment.the bride receives a bride book. If the rating is fair 
a letter of congratulation is sent instead. Following this 
Mrs. Cook makes her visit. A detailed card record is 
kept of each engagement so announced, and although the 


JAN. FEB. MAR. APR. MAY JUNE JULY AUG. 
MARK IN BOLD LETTERS, MONTH OF WEDDING ANNIVERSARY *— BIRTHDAYS. 


MARRIEO 
NAME 


SPACE BELOW FOR DATE AND CHANGE OF AODRESS 


BIRTHDAYS 


HUSBAND 


wire 


CHILDREN 


LETTERS 


TELEPHONE CALLS 


*=“CHILOREN’S BIRTHDAYS 


SILVER SALES 


system has been in operation for only a year, in the neigh- 
borhood of 1000 names have already been recorded. 

These cards contain space for complete information 
about the bride and the purchases made by and for her. 
There is a line which is devoted to where she attended 
school or college. This gives Mrs. Cook some talking 
points during her initial visit. 


Te complete name of 
the bride’s father is listed, for reference purposes. Wed- 
ding dates are listed for anniversary records as well as 
birthdays of the bride and groom. ‘These cards are filed 
according to the month of the marriage so that each month 
there is a definite list of people whose anniversaries come 
due who may be approached. Less than 100 of the cards 
have no sale at all listed on them, which shows the inestim- 
able value of the system. 

Another method of getting silver business and adding 
to the prestige of Wiss Sons is also one of Mrs. Cook’s 
duties. In the February, 1931 issue of THE JEWELERS’ 
CrirRCULAR an article described a tea given by the Wiss 
concern at the Robert Treat Hotels, Newark, which was 
attended by 500 prominent club women of New Jersey. 
There was a lecture by a leading authority on table ap- 
pointments and time for questions and answers after the 
lecture. The presidents of the clubs acted as hostesses 
and during the tea which followed the talk the women 
looked at a number of table settings which Wiss had 

(Turn to page 59) 


SEPT. ocT. NOV. CEC. WECOING YR, SELECT Uist 


MARK YEAR OF WEDDING IN PROPER PLACE 


CREOIT 
RATING 


TELEPHONE NO. 


ENTER BELOW ANY NOTES ABOUT BIRTHDAY GIFTS FROM YEAR TO YEAR 


REMARKS 





ADDITIONAL REMARKS 








Reverse of card giving birthday and anniversary dates. 
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BEAUTY AND STYLE} 











Bae question most frequently 
asked me is: “Where do you get your ideas?” 

As a matter of fact, there is no mystery attached to the 
source of ideas. They are everywhere. I find sugges- 
tions in the newspapers, the women’s page, the advertise- 
ments, the magazine section of the Sunday papers, maga- 
zines, books, windows of other shops, in plays, movies and 
art galleries. Much more difficult than finding the ideas 
is the actual working of them up into practical window 
displays. This requires ingenuity, imagination and 
adaptability. 

Before discussing the method further, let us inquire 
into the purpose of window display. In reality, the pur- 


pose is two-fold: (1) to gain sales, (2) to gain prestige. 














Polly Pettit, display manager of Black, Starr 
& Frost-Gorham, Inc., Fifth Ave., New York, 
made an address on the subject of window 
display at the Boston Convention of the 
American National Retail Jewelers’ Associa- 


tion. 


In this article, based on her address, 


Mrs. Pettit indicates the principles on which 
all her displays are based, giving some prac- 
tical helps to the retail jeweler. 











And displays should have a cumulative power over these 
two objectives as in other ferms of advertising. 

The practical elements of window display are the work- 
ing tools. ‘These should include first of all a place where 
the person who has charge of the windows can experi- 
ment—make tentative set-ups and plan and try out light- 
ing effects. If at all possible the store should have one 
person who devotes his entire time to window display. 
However, if this is impractical, the clerk undertaking the 
responsibility should be allotted a definite part of his 
working hours for this task. For, regardless of how 
brilliant he is, it will be impossible for him to do a praise- 
worthy job ii he is only able to think of his work during 
moments when business is dull and he has some time on 


An attractive window featuring beautiful jewels in harmony with dress materials. 
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IN WINDOW DISPLAYS 


his hands. Equally important is a definite budget. The 
amount is a secondary consideration, even though it be 
as little as $10 a week. ‘The display man can always save 
for several weeks by using inexpensive displays and then 
take the accumulated $30 or $40 and put in a window 
which is particularly striking. On the other hand, if it 
is necessary for him to refer constantly to the manager 
when he wishes to make a purchase a little larger than the 
ordinary, doubtless he will be hampered in his work and 
unable to produce good results consistently. 


‘the materials include a 


limited supply of accessories: Runners (length of silk in 
different colors for use as floor cloths and background 
drapes), mats, lace and ribbon. These articles are indis- 
pensable. The mats may be heavy brocades or the Chinese 
embroidered ones which are so useful as a color note in 
an otherwise dull display. ‘There should be at least half 
a dozen of them in a variety of colors. 

The display man should cultivate other merchants deal- 
ing in articles of beauty which make appropriate settings 
for jewelers’ merchandise. Crediting the lender will in- 
sure good will and perhaps make a sale for him. The 
services of an artist or letterer are necessary for the prep- 
aration of window cards, courtesy cards (to give credit 
when the articles are borrowed) and an occasional sketch 
or drawing. It should be remembered that jewels are the 
finest merchandise in the world and that the quality of the 
accessories displayed with the jewels should be equally 
fine in character. ‘Therefore, the lettering should be the 
best or it will detract from the merchandise displayed ; 
likewise the papers used for announcements should rival 
the jewelry from the point of view of quality. 

An idea file should be kept, in which to put clippings 
and source material for future windows. These should 
be classified under subject headings while the timely ideas 
should be filed according to seasons and special holidays. 
The display man should have a book of quotations, which 
will be found of great use at Thanksgiving and Christmas, 
and note and sketch books. He need not be an artist, but 
he should be able to do a rough sketch of a window as an 
aid to visualizing the final effect. A book of synonyms 
will help in planning copy for window cards; there should 
be at least two reference books on gems, jewelry and 
silver, for historical data, etc., all of which serve as sources 
of color and human interest. 

One thing that I believe has been unduly neglected by 
the jeweler is the use of color in window display ; not only 
its use but its appropriate use. The attention-getting 
power of color is greatly added to by using the right color 
at the right time and in the right way. For example: The 
qualities of yellow are in keeping with summertime— 
yellow is expressive of light, cheer, buoyancy and life. 
Blue, another good summer color, has an atmosphere of 
coolness and repose. Green, especially in pastel shades, 
is light, cheerful and restful. Red is the color of heat, it 
is full of the warm blooded feeling of the Christmas holi- 

(Turn to page 57) 


THE JEWELERS’ CIRCULAR 
for October, 1932 


33 

















Example of equal balance in arrangement—tiresome because 
one side is merely a repetition of the other. 4 























Using the same pieces as above, with the assistance of simple 
elevations produces a more pleasing arrangement and commands 
greater interest. 
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This display is bad because the chests appear poorly supported. 

Display elevations should be substantially larger than the ob- 

jects which they support, just as the base of a column has a 
greater diameter than the column. 
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The right way to show small chests. The pieces are as/m- 
metrically placed, with a curved line sweeping through the 
center, giving the arrangement character. 











Photo by Blank & Stolfer, Inc. 


Alvan T. Simonds began charting business paths 
as an amateur, but so significant have his trade 
forecasts become that his opinions are regarded 
everywhere for their conviction and soundness. 


“I can prove to you” said Mr. Simonds, in his 
address before the A. N. R. J. A. Convention at 
Boston, ‘beyond the question of a doubt the same 
thing happened after the Napoleonic War and the 
Civil War that is happening now and for the same 
reason. 


“The only difference between the chart after the 
Napoleonic War and the Civil War and after the 
World War is from high to low. After each of 
the earlier wars, it dropped about 50 per cent and 
in this war nearly 60 per cent. 


“Now I say | believe the depression has finally 
ended on or about July 1, 1932.” 
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CAN BUSINESS [| 


By 
ALVAN T. SIMONDS 


PRESIDENT, 
SIMONDS SAW AND STEEL CO. 


Wie worst trouble with 


forecasting is with the people who say “‘business is nothing 
but psychology” and that “history is bunk.” I change that 
around to that “everything that is not history is bunk.” 

I can prove to you that beyond the question of a doubt, 
the same thing happened after the Napoleonic War 
and after the Civil War that is happening now and for the 
same reason. 

This chart is the purchasing power of the dollar carried 
back to before the Napoleonic War. You will notice that 
during the war, the purchasing power of the dollar de- 
creases, or it takes a lot more dollars to buy goods than it 
does 30 years later. We are now at this point right here. 
We had a plateau here from 1921 going on to 1929 before 
the severe drop of ’30 and ’31. We shall probably have 
another plateau here. ‘This is actual figures up to here. 
This is my own guess of what will happen in the future to 
commodity prices, but your business will be governed by 
these commodities regardless of what your business is and 
you cannot escape it. You may gain on your competitors, 
but you as a whole will be governed by these factors. 

I was absolutely correct in 1929, ’27, ’24, 21 and ’20. 
The only time that I have gone off the track entirely was 
in ’3l' and ’32. I not only went off the track in forecast- 
ing in 1931 and ’32, but so did every one else | know of. 
In fact every one including myself is thrown in the discard 
as far as forecasting. Only John Maynard Keynes of 
England was correct and his forecast was so pessimistic no 
one paid any attention to it. 

I was purchasing agent during the War and with some 
eight others, spent $900,000,000 of your money. People 
said, “what do you care about money?” “It is not my 
money I am spending, it is the people’s money, and they 
will care about money sooner or later.” 

Money and human beings are exactly even. You will 
hear people say, ‘“What’s money? Human beings are the 
important things. Human beings are neither more nor 
less important than money.” 

The lowest possible estimate of the cost to fight the 
world war is $200,000,000,000. If you destroy $200,000,- 
000,000 of wealth, divided by $3,000 per capita (which 
was in 1926 the average wealth in the United States) you 
have destroyed 57,000,000 people. We have the doctors 
trying to save people and the people throwing away money 
to fight wars with. Only 17,000,000 people were des- 
troyed during the War. Now if you destroy $200,000,- 
000,000 of wealth during the war, every one in the world 
has got to come down to a lower standard of living after 
the war or 50,000,000 people, that were not destroyed, 
have got to be starved to death; and yet people do not 
seem to understand that the standard of living has got to 
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¥ BE FORECAST ? 


come down and that is what we are struggling to do now, 
to get a balance of a new standard of living. 

People generally do not give much thought to what 
money is. “hey think of money as currency. As a matter 
of fact 90 per cent of all of the money in business is bank 
money, your 1.0.U.’s and mine and checks. 

Wars are paid for by repudiation. Russia repudiated 
all external and internal debts; Germany all of her in- 
ternal debts; France 80 per cent of hers; Italy did the same 
and England has repudiated 25 per cent of her internal 
debts by reducing the pound and the same is true all over 
the world. ‘That makes each dollar more valuable. 

I am beginning to question whether we can stay on the 
gold standard. People say we have gone by the risk. | 
will not be positive we will stay on the gold standard until 
15 or 20 years from now. 

We have no accounting of the internal debts, but at the 
roughest estimate the purchasing power of the dollar has 
increased tremendously since the end of the war. What 
we need in this country is not the present gold dollar; 
what we need is a gold dollar of purchasing power value 
and not a gold dollar of weight. I do not know that we 
will ever come to it, but if we had a dollar of purchasing 
power of a standard length and value, we would not have 
to reduce wages. We would simply put up the cost of 
living and the standard of living would have to come 
down. 

The reason every one went wrong on forecasting in 
1932 was they did not take into consideration world condi- 
tions and Europe slapped us in the face. We thought we 
were self contained and that Europe had very little to do 
with us. 

The budget has to be cut and the budget has only been 
cut at the very most 5 per cent. No party has promised 
to reduce the budget only by small fractions. In my busi- 
ness, our budget has been cut to 68 per cent of its 1929 
level and we have had to get along with it. Certainly 
Uncle Sam can cut his 25 per cent without suffering by it. 

Cities, states and towns can cut their salaries. ‘The cost 
of living has gone down 23 per cent. ‘There is probably 
nothing so misunderstood as wages. If you want to read 


about wages, do not read Ford or Mr. Green of the 
Federation of Labor, read Adam Smith’s, “Wealth of 
Nations.” He died 150 years ago and he can tell you 
more about what wages should be than any man who has 
written since that time. You hear people say that they 
will not reduce wages. They have nothing to say about it. 

If I could have forecast from 1914 to the present time 
and seen exactly what was going to happen as it has hap- 
pened, I would have told you in 1914 to sell bonds and 
buy common stocks ; in 1920 to sell all common stocks and 
buy bonds; summer 1921, to sell all bonds and buy com- 
mon stocks. I would have told you on July 1, 1929 to 
sell your house, your business, sell your policies, sell every 
piece of paper that you have got, everything you can lay 
your hands on—buy gold and lock it up in a box and 
keep it there until July 1, 1932. You would have been 
safer and had the only security in the world that was 
sure to rise in value. 


Now I say I believe the depression has finally ended on 
or about July | of this year and the thing for you to do 
now for the next 8 or 10 years is to buy common stocks. 
The common stock is the most dangerous thing in the 
world because it promises nothing. It is just a piece of 
paper dependent on the management and good will of the 
company issuing it and their record in the past is the only 
thing you have to go by. 

If you want to gamble, buy common stocks, but if you 
want to gamble less, buy them in the largest and best 
companies. 


‘ee Stable Money Association 


was built by Irving Fisher, who has written “Money 
Illusion.” If you want to know about money, you had 
better read this. ‘This association promised me the presi- 
dency when bad times came along. We had on the roster 
of that association many large life insurance company 
presidents and financiers from everywhere, England, 
France, Germany, Italy, Sweden and Japan. 

We are coming to the time when we can stop the 
violence of these times. If you tell the practical business 
man that times are too good, he does not know what you 
are talking about. In 1920 they said there was plenty of 
money in the savings banks. 

The only difference between the chart after the Napole- 
onic War and Civil War and after the World War is 

(Turn to page 49) 
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Emphasizing “Quality” 

EMBERS of our industry will 

undoubtedly be deeply inter- 
ested in the movement already un- 
der way to educate the public to 
the value of quality merchandise. Ac- 
cording to reports, this fall will see 
the greatest emphasis on quality in 
merchandise that has been made since 
the depression began. Plans for a na- 
tion-wide quality campaign under the 
auspices of the Retail Dry Goods As- 
sociation were presented at a meeting 
of a committee of the leading mer- 
chants in that industry last month, 
and an attempt will be made to drive 
home the idea of quality to the pub- 
lic with the celebration of a “Quality 
Week,” the date first suggested for 
this being that of the week of Oct. 17. 

That the jewelers are interested in 
such a proposition has been mani- 
fested in many ways, but no more 
strongly than in the reception given to 
the suggestion during the banquet 
ending the American National Retail 
Jewelers Association Convention at 
Boston June 14. When one of the 
speakers (T. A. O’Connell, president 
of the National Retail Dry Goods 
Association) referred to this move- 
ment and the proposition for a Qual- 
ity Week, the applause of the jewel- 
ers throughout the banquet hall was 
most pronounced. 

There is little reason to believe 
that the jewelers in other sections will 
feel any different on the subject than 
did the convention delegates assembled 
at Boston. 


ee <9 


The Upturn is Here 


HATEVER doubt may have 

existed as to the turn in the 
business situation a month ago has 
been dissipated absolutely by the 
steady improvement in most lines of 
industry of the country during the 
month of September, an improvement 
in which we are glad to say the jewel- 
ry trade has had some share. What 
is more, the prospects for fall business 


in our industry have grown brighter 
every day. 

That these reports will be trans- 
lated into sales, not only of watches 
and silver, but of jewelry and dia- 
mond goods during the next few 
months, is the opinion of our best 
informed leaders everywhere, and 
that there will be a real Christmas 
trade for the retail jewelers of the 
entire country seems now assured. 
However, to expect anything like a 
quick return to the business of four 
years ago is foolish. ‘That the busi- 








CHANGE YOUR GLASSES 


—We’ve become so accustomed to viewing 
the world and ourselves through blue 
glasses that we find ourselves at the pres- 
ent moment decidedly color-blind. 

—Our psychological optic nerve seems a bit 
slow in readjusting itself to the more 
roseate hue of the general economic situ- 
ation, 

—It’s time now, however, to change our 
mental glasses. New indices are coming 
to light day by day to complete the pic- 
ture of the first stage of economic re- 
covery. 

—Financial, social and political trends are 
definite influences for good. 

—The whole world is aware of its sickness 
and is determined to get well as soon as 
possible. This depression was man-made 
and will, of course, be man-corrected. 

—Change your glasses; take a dose of bi- 
carbonate of soda for that SOUR feeling 
and you'll be pleasantly surprised to find 
out what is really happening in this funny 
old world of ours. 


Secs 6ToEe. 


President. 








ness revival will be slow and gradual 
is evident to every thinking man. It 
cannot come until after the unem- 
ployment situation throughout the 
country improves greatly. But with 
confidence being restored more and 
more everywhere, as the weeks go on, 
the jeweler can look for improvement 
and has reason to be more hopeful 
than in any time in the last three 
years. 

The improvement as it relates to 
the individual merchant necessitates 
his having a stock adequate to meet 
the demands of his customers, and 
his first duty to himself and his in- 
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dustry is to find out what this demand 
will be. Then he must exercise his 
full ability as a merchant in buying 
carefully, but adequately, to an ex- 
tent that his customers will not have 
to go elsewhere for their holiday gifts. 


q+ ¢ 4 


Why Diamonds 
Are Scarce 


ITH the advent of diamond 

buying, the trade will begin to 
realize the smallness of the stocks held 
both here and abroad and the fact that 
there is no assortment to be had. As 
pointed out last month, importations 
for the last two years have been drop- 
ping enormously, not even to the 
point of replacing the small amount 
of goods that have been sold’ under 
the adverse conditions that importers 
and dealers have experienced. 

An idea of the drop may be had in 
the comparison of the imports for 
July of this year with those of former 
years: July imports amounted in all 
to but $401,497 as compared with 
$1,242,577 in July 1931, $3,726,088 
in July, 1930, and $4,101,137 in 
July, 1929. 

That there should be a scarcity of 
diamonds is but natural. The mines 
are not producing, the Diamond Cor- 
poration has not been selling rough, 
the cutters have not been cutting and 
our importers have been bringing in 
less than 10 per cent of the normal 
amount required. 


q+ ¢ 4 


Proposed Jewelry Show 


HE number of actual buyers that 

have patronized the various gift, 
lamp and other shows that have been 
held in such metropolitan centers as 
Chicago, New York, Boston, etc., 
have made many manufacturers and 
dealers believe that similar shows in 
the jewelry trade wou.-d be of distinct 
value to them and to their customers. 
That retail jewelers will come to such 
shows purely for buying is evident 
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from the fact that the names of many 
retail jewelry merchants appear on the 
register of those who have visited 
these shows which exhibit lines that 
are collateral to their regular stock, 
and it is safe to assume that the retail 
jeweler would be even more anxious 
to come to a show featuring jewelry 
than he has been to those exhibiting his 
side lines. 

It is a subject worthy of considera- 
tion and the reports that one or more 
of our trade organizations are look- 
ing into the matter with the idea of 
sponsoring such shows in the jewelry 
field, is gratifying. If such an enter- 
prise will produce the jewelry indus- 
try anything like the business that it 
has for other industries, the experi- 
ment will be well worth undertaking. 


q+ ¢ 4 


Drop in Silver Production 
IGURES of both silver and silver 


plated industries indicate produc- 
tion in 1931 decreased greatly from 
that in 1929. Statistics of the bien- 
nial census of manufacturers, 1931, 
just at hand indicate the value of 
silver and plated ware manufactured 
during 1931 amounted altogether to 
$42,579,739 as against the total of 
$78,235,046 in 1929, a decrease of 
45.6 per cent. 

Of this total for 1931, the sterling 
silverware amounted to $14,696,798 
and the electroplated ware $21,356,- 
275. During the same period, the 
number of establishments decreased 
from 179 to 156 or 12.8 per cent; the 
number of wage earners from 15,735 
to 10,914, a drop of 30 per cent and 
the amount of wages paid in the in- 
dustry from $22,577,965 to $12,535,- 
458, or a drop of 44.5 per cent. 

Of the sterling silver made last 
year, the value of the flat ware 
amounted to $7,472,826 and that of 
the hollowware $5,526,287, while 
electroplated flat ware was valued at 
$15,469,230, plated silverware $4,- 
867,333. 

Nickel silver accounted for nearly 
$2,000,000 of the total product, while 
pewter ware amounted to $3,277,644 
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of which $2,905,778 was hollowware 
and $371,866 was novelties. 

While the decrease of the 1931 fig- 
ures are large in amount, some of the 
drop will be accounted for by the drop 
in retail prices in the two years be- 
tween the census. 


+ ¢ ¢ 


The Convention 
HE fine feature of the 27th con- 


vention of the American National 
Retail Jewelers’ Association held at 
Boston, Sept. 12 to 15, inclusive, was 
the program containing outstanding 
addresses and messages of importance. 
The weak point was the attendance at 
the sessions. Many were there who 
did not register but many who did reg- 
ister gave scant attention to the delib- 
erations and discussions despite the fact 
the addresses they missed were of a 
character that would tend to educate 
them as businessmen, as merchants and 
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as citizens. The session, Wednesday 
evening, at which a large number of 
jewelers did appear simply emphasized 
the lack of interest manifested by visi- 
tors and delegates alike in the morning 
and afternoon proceedings. If the 
association is to function and continue, 
this negligence by delegates and mem- 
bers must be remedied at once. 

For the benefit of the industry, THE 
Jewe vers’ CirCULAR has attempted 
to bring before our subscribers some 
of the by-products of the convention by 
featuring in this issue some of the prin- 
cipal addresses and discussions, and in 
addition we publish a full running ac- 
count of the four days’ proceedings. In 
this way some of the real value of the 
gathering may be preserved for the 
jewelry trade at large. 


But this does not excuse the delin- 
quent delegates for shirking their re- 
sponsibility to the associations which 
serve them. Conventions are held to be 
attended—not to be reported. 











IM TELLING YOU— 


_ FACT OUTRUNS FICTION 


MONKS - THE FIRST SILVERSMITHS 


WHILE THE ART OF METAL WORKING ATTAINED A_ PERFECTION IN 
ENGLAND IN THE J0® TO THE 13 CENTURIES , THERE I$ LITTLE OR 
NO EVIDENCE THAT THE CRAFT OF THE GOLDSMITH OR SILVERSMITH WAS 
EXERCISED OUTSIDE OF FHE MONASTERIES UNTIL THE (37S CENTURY. 
MONKS NOT ONLY MELTED THE METAL BUT DESIGNED AND MODELL} 
THEIR MASTERPIECES , ENGRAVING , CHASING AND ENAMELLING THEM 
AND ALSO CUTTING ANS MOUNTING THE JEWELS THAT THEY 
USED. as 
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7 Woe adil 
O aa : 
& 62 O° eo EIGHT MILES oF HAIR SPRING 


—- wv 7] 
DID YOU EVER. EXAMINE THE HAIR, SPRING OF A WATCH? ITS 
ACTUALLY AS FINE AS:A HUMAN HAIR.AND IS MADE OF STEEL 
WIRE, DRAWN BOWN TO A POINT WHERE IT LOOKS AS IFA 
SADER HAD SPUN [T, THE STEEL USED FOR THAT WIRE COSTS AROUND 
#522 ~ POUND. A POUND MAKES EIGHT MILES OF HAIR-SPRING, THAT POUND 
SPUN OUT, (S$ THEN WORTH MORE THAN * 60,000 




















A CLOCK OF MANY USES 
™~ v Vv 

A SWEDISH ENGINEER HAS 
COMPLETED A CLOCK THAT AMONG 
OTHER THINGS NOT ONLY RECORDS 
THE TIME AND THE SEASONS BUT 
ALSO THE DAYOF THE YEAR FROM 
| To 266, THE DAY OF THE WEEK, 
AND THE TIME OF DAY OR WIGHT AT 
ANY MOMENT AT ANY PLACE IN 
THE WORLD. ON ONE OF THE DIALS 
THE POSITIONS OF THE SUN ANS MOON 
CAN RE RECORDED. FHE CLOoci< 
WILL TURN ON ANY RADIO PROGRAM 
ATA GIVEN TIME, TORN ON AND 
SwWITCh OFF, THE LIGHTS OR BOIL 
A KETTLE! 














WORLD'S DIAMOND PROBUCTION 


THE WORLDS TOTAL DIAMONDS 
PRODUCSION FROM THE “TIME 
OF THE FIRST RECORD TO 


THE PRESENT DAY INDICATES 

THAT THE EARTH HAS PRO- 

DUCED ABOUT 243,000,000 

CARATS. IF PUT TOGETHER KN 
IN ONE PLACE, IT IS ESTI- ~~ 


CELTIC JEWELRY IN PALESTINE 


GOLD EARINGS OF IRISH ORIGIN AND OF ABOUT THE 
YEAR l400 B.C. HAVE BEEN FOUND ON THE SITE OF 
ANCIENT GAZA, ONE OF THE FIVE CITIES OF THE 
PHILISTINES THEY MAY HAVE BEEN BROUGHT TO GAZA 
BY A PHOENICIAN SAILOR. WHO BROUGHT THEM AS A 


GIFT FOR HE WIFE OR SWEETHEART, 
Ss RPP ET 5: OOO NR POT 


S& BUST ALMAy 
vee cMaLcR > 


ae rt 00 YOU KNOW OF ANY 


THE SIDE. OF ALL THESE, cot eline 
THE FINE DIAMONDS over \ TC UNUSUAL FACTS OF INTEREST 
ONE CARAT WOULD AMOUNT \W | $s 
\ , 
” 





MATED THIS WOULD MAKE 
A cure 7/4 FEET on 








ABOUT JEWELS and JEWELRY 
TO ONLY IO CUBIC FEET L, 2Q0 


OR A CUBE OF SLIGHTLY ae 
MORE THAN TWO FEET _-- 
EACH WAY. ont 





IF SO SEND THEM TO 


( me JEWELERS’ 
CIRCULAR 
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ashion Clinic 

tudies Relation 
O 

ewelry to Dress 


Outline of address by Miss Jane Ellis, stylist for the 
New England Manufacturing Jewelers’ & Silver- 
smiths’ Association at Annual Convention of A. N. 
R. J. A. in Boston. The costume jewelry fashion 
chart used by Miss Ellis is shown on pages 40 and 41. 





MISS JANE ELLIS 











lis no fun; this business 


of forecasting styles. It’s one-third inspiration, one-third 
the traditional observation, the other third interpretation. 
The last two-thirds are harder and more provoking than 
the first. 

We move rapidly in this world of ours today. You've 
heard the story of the progress of wisdom. ‘The old story 
of what we did in the 1890s is entirely out as far as speed 
is concerned, though it may be in as far as fashion is con- 
cerned. If fashion adopts a period costume for a time, 
we never wear that period costume as long as the woman 
who wore it long ago. Since the post-war flapper went 
out of fashion, we have had a slow, definite return to the 
romantic, more ladylike fashions, but no definite one of these 
is as yet here to stay. 

We must prepare ourselves for this turnover of style, 
for today we may wear Greek clothes, and tomorrow ostrich 
feathers. It is disconcerting, but true. 

May I first comment on the importance of this meeting, 
and ask you to appreciate for a moment what this style 
clinic means. It is largely to the true inspiration and tire- 
less interests of Madame Hamilton Jeffries, whose tem- 
porary absence is so keenly felt, that this whole style move- 
ment here in our midst owes its real impetus. 

If you don’t perchance, believe that it takes vision and 
courage to start such a fashion movement in this industry, 
ask some of your fellow workers whether or not they be- 
lieve there are style trends in jewelry. Count how many 
still believe there are no important changes which can affect 
them; count how many still believe that a fashion forecast 
can do their particular business no good. 

Clothes are related to jewelry, and no woman buys either 
an expensive precious piece or an inexpensive decorative 
piece today without knowing just how and with what 
clothes she is going to wear it. Today it is not so much 
“Shall I buy this exquisite necklace?” as ‘““What dress shall 
I wear it with?” As your costumer lingers over the piece, 
she is already visualizing herself with the necklace, the 
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bracelet or the earrings, with as many costumes as she is 
going to be able to wear it with. If the decision is against 
the piece with her current wardrobe, the piece remains in 
your store. If the decision is that the piece may be worn 
with more than one garment, or with at least one very 
important garment, the sale is made. 

Doesn’t that explain the diamond tiara which went out 
when the post-war flapper came in? And why you could 
not sell as many necklaces early last spring as you sold 
before, because the scarfed neckline which was so popular 
did not go with a necklace? The same point has been proved 
all along in history. The poison ring that came in with 
the Medicis in Italy went out because more popular forms 
of murder became fashionable. 

These same trends effect precious jewelry, but more 
slowly. A woman buys her precious stone jewelry with 
more precaution ; her precious jewels must be wearable and 
smart over a longer period of time; but they are definitely 
related to the clothes of that season, as well as the next 
few seasons, or she just doesn’t buy them. 

The manufacturing jewelers are responding to these 
fashion trends. I see more stone colors adapted to the red- 
dish browns and the true reds of the fall and winter. I 
see more natural colored gold being used for daytime 
clothes ; more period jewelry for the romantic fashions. I 
see more brooches in each line to accompany sets being made, 
and in one particular line I see a very lovely adaptation of 
the flower suggestions made in the fall bulletin. 


‘is are few manufacturers 


who are not responding to some extent to the fashion in- 
formation which we are able to give them in forecasting 
the important trends that will affect jewelry. It is now 
entirely up to the retail jeweler to be alert to use this fashion 
information which the manufacturer is ready to pass on 
to him. 

Let me give you some specific instances of style informa- 


(Turn to page 65) 




















COSTUME JEWELRY 


Presented by The New England Manufacturing Jewelers’ 


Fabrics 


Colors and Color Combinations 


Necklines and Sieevelines 


Dress Ornamentation 





@ FOR STREET AND GENERAL 








Woolens extremely important for 


all general and daytime wear: 
Ribbed, pebbly surfaced, crepy 
and fancy novelty woolens. 


Silk crepes of heavy kind of rib 
and crepy weaves; some satin 
crepe used on both sides; some 
silk serges. 


Some velveteen combined with 
woolens. 





Woolens in novelty weaves and 
in solid colors, or checks, plaids 
and stripes. Nubby light weight 
sheer weaves. Hard finished 
worsteds appearing more and 
more. 


Ribbed fabrics, such as _ ribbed 
knit types, ribbed woolen weaves. 


Jerseys, tweeds in monotone pat- 
terns; velveteen and corduroy 
with emphasis on the newness 
of plaids and stripes. 





Dull crepes and crepe satins in 
first importance, with materials 
used on both sides. 


Wool broadcloth and_ sheer 
nubby types—still in the volume 
class. 





Velveteen new, with velvets for 
formal afternoon wear. 


Many novelty designs, in 
faconne crepes and velvets with 
metal threads, influencing period 
type gold jewelry. 








Black outstanding, as a single color; 
browns, especially red browns and very 
dark rich browns; wine reds; dark greens; 
a little grzy for more fashionable cos- 
tumes; some purple, blue and henna. 


Combinations of black and white; black 
and other colors; black with nutria new; 
two shades of the same color combined; 
some brown or beige and pinky beige, as 
shown by Patou. 


Necklines mostly high, cut close to the 
throat, or with little collars, some collars 
standing up, and some turned down. Many 
wide cape collars or cape effects; many 
buttoning in back; some V necks, draped 
to one side or exactiy in the center. 


Sleeve lines long or three-quarter, with 
considerable fullness at the shoulder, above 
the elbow, or at the elbow. Many deep, 
straight, tight-fitting cuffs; many narrow 
cuffs at the wrist; some sleeves open at the 
wrist. 


Metal clasps, buttons, buckles 
and clips; ornaments of compo- 
sition and tortoise shell. 


Metal or leather belts, 
metal buckles. 


with 


Copper beginning to show up as 
a button, buckles and clasp idea. 





@ @ FOR 


SPORTS AND 


SPECTATOR 





Browns of greatest importance, in shades 
from amber to dark tete de negre; rhum 
brown; mahogany brown. 

Dark and very bright greens. 


Reds very important, with emphasis on 
wine red and shades lighter than those for 
aiternoon wear. 


Henna and rust as always. 


Some gray and beige; some yellow begin- 
ning to come into the picture as important 
later on for spring. 

Combinations of wine and pink, beige and 
brown; pink and brown; gray and brown; 
black with almost any other bright shade. 


Necklines mostly high, as predicted in 
close-to-the-throat versions; many little 
stand-up collars; some scarf necklines; 
many close, flat ‘“‘young” collars; a few 


square necklines. 


Sleeves are wide and tailored at the shoul- 
der, frank width from the elbow to the 
shoulder and narrow at the wrist with im- 
portant cuff arrangements fastening with 
metal or wooden clasps, buttons or buckles. 


Many buttons of wood, metal, 
= shell or colored composi- 
tion. 


Many dress fastenings and 
buckles of the same materials. 


Sports fashions in general show 
many ornaments of solid metal 
or composition types in colors 
to match the frock, in copper 
(new), gold color or white 
metals. : 


Many new metal and leather 
belts. 





@ @ FOR 


AFTERN O OIN 





Black most important of all. 


Red.—The entire red family, from gera- 
nium to garnet, extremely important. 


Browns of all tones with dark rich tete de 
negre, rhum brown and mahogany browns 
of most importance. 


Some gray coming into the picture; some 
beige; some dark blue; a few “dusty” blues 
and rose tones coming in later to wear 
under fur coats. 


Necklines.—Mostly high and _ close-to-the- 
throat as predicted; some soft low drapes 
with V or odd-tying angles; a few square 
necklines; little soft roll collars. 


Sleevelines are definitely wide above the 
elbows, leg o’ mutton types, dolman sleeves 
—everything very wide at the top and usu- 
ally narrow at the wrist. Some sleeves 
wide at the wrist for ‘cocktail’ dresses 
which are often removable; many fancy 
treatments of cuffs. 


Some definitely felt return to 
ornate treatments, such as nail 
heads, jet and beads. 


Much lace and 
trimming. 


lingerie type 


Metal ornamentation still most 
important type of trimming— 
white, yellow or copper metal in 
buckles, clasps, fastenings, large 
hooks and eyes, buttons. 











@ @ FOR 





EVENING 


















Velvets the most important 
single fabric for evening wear, 
including all types of novelty 
velvets, Lyons velvet, “Bagher- 
ra,” dull, and interesting new 
weaves. 


Velveteen, new and quite impor- 
tant, following the vogue for 
velvets. 

Dull heavy crepes, both sheer 
and crinkly, with many new 
novelty weaves. 

Woolen evening gown more im- 
portant than last spring, includ- 
ing broadcloth and sheer woolens. 
Satin returning to vogue, with 
heavy satin crepe very impor- 
tant. 

Fabric contrasts important, such 
as velvet and crepe, satin and 
dull crepe. 





Many new reds, with wine and ruby red 
most in evidence; black always good and 
staple; new pastels in pink and blue for 
broadcloth and crepe satin gowns; greens, 
from dark to bright tones; occasionally 
purple though not very important; orange 
new as an evening shade. 


Color combinations include: Blues and reds; 
Bordeaux or wine red and yellow; dusty 
blue and green; brown with green or yel- 
low; sometimes three-color combinations 
that are striking and unusual, or two near 
shades combined. 





Necklines often high up in front and very 
low in back; some low cowl drapes; some 


plain V or square necks with narrow 
shoulder straps; many capes over low 
necklines; frocks coming close up to the 
throat; many bows, ruchings and puffs 
which require jewelry adaptable to wear 
on top and without cape. 


Sleevelines puffed or furred to give width 
at the shoulder; quaint Empire or Vic- 
torian shoulder lines; Greek type sleeve 
drapery; many plain narrow’ shoulder 
straps or bands. 


Sleeves generally above the elbow very 
much in the picture, indicating a definite 
return to ornate period type jewelry of 
several romantic periods in history. 












Metal ornaments still important 
and good, especially on new 
Patou evening gowns with new 
long-waisted silhouette. 


Metal belts of new types of links. 


A few coppery gold buttons or 
copper ornaments. 


Some few beaded and Victorian 
nail head treatments. 


Many rhinestone buttons, 
buckles, belts and jewel-studded 
clasps. 
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‘FASHION CHART 


and Silversmiths’ Association. Ine. 1x cooperation with JANE Extis 


Jewelry Types 


Jewelry Colors 


Jewelry Materials 








“WEAR @ © 


High chokers of flexible large cr small 
linked type, or of various combinations 
of metal and stones. 


Long necklaces of metal, heads ur beads 
and metal. 


Important rings. A few earrings. 


Brooches for high draped and V draped 


necklines; brooch clips; clips of metal, 
stone or stone and metal. 


Compacts of enamel, enamel and mar- 
casite, wood or composition; cigarette 
cases of like materials, 


WEAR @ ®@ 


Chokers of square, oval or round links, 
or other flexible types. 


Long necklaces of metals, beads, stones 
or combinations of these three mate- 
rials. 

Clips, brooches, bar pins. 

Wide, heavy stone rings, some all stone, 
in costume colors. 


Wide heavy bracelets with snaps or 
catches or all links. 








Compacts as above; cigarette cases as 
above. 


Very few earrings; practically none. 


WEAR @ @ 


Heavy link bracelets for the sleeve wide 
at the top and narrow at the wrist; 
some delicate link and flexible bracelet 
types. 

Chokers of various types. 

Long necklaces of colorful exotic and 
period types. 

Adjustable jewelry such as necklaces 
which may be taken apart to form sev- 
eral bracelets with a choker or worn 
together in double strands, on long 
necklaces or in any other smart varia- 
tions. 

Sparkling brooches and brooch clips; a 
few earrings. 

Heavy important stone rings or spar- 
kling rings or pearl combination rings. 
Dressier compacts and cigarette cases. 
Afternoon jewelry types in general are 
richer, more sparkling, dressing up a 
gown. 











Plenty of reddish, and 
reddish brown stone color 
combinations, in real, 
synthetic and _ imitation 
stones; beads of matching 
and contrasting colors. 


Black onyx returning to 
vogue; marcasite. 


Semi-precious opaque 
stones as enumerated on 
the fall color card—car- 
nelian, rose quartz, sard- 
onyx, chrysoprase, chal- 
cedony, tortoise shell (or 
imitations)—colors to 
match or contrast defi- 
nitely with the contrast- 
ing colors of a frock. 


Compositions and enamel 
in these same colors, or 
combined metal and 
beads, metal and enamel, 
and metal and composi. 
tion. 


Rubies and garnets; red- 
dish brown stones such 
as carnelian, sardonyx, 
etc.; topaz; sapphire; 
black onyx; pearls; mar- 
casite. 


Beads 
colors. 


in exact costume 


Combinations of two and 
three colored stones; com- 
binations of pearls and 
colored stones; white 
stones and colorcd stones 
combined. 











Copper seeping through in 
small quantities as a novelty. 


Most emphasis for street 
wear is on natural gold col- 
ored metals or on real gold; 
white metals important for 
street wear and general wear 
among those who buy jewelry 
for all-occasion purposes. 


Colored composition in quan- 
tity for effective inexpensive 
types. 


Colored large semi-precious, 
synthetic or imitation styles 
with more emphasis on opaq 

for daytime and transparent 


for general wear. 








Some copper as entircly new; 
mostly natural gold for 
sports; some white metal 
persisting, though giving way 
to natural gold. 


Colored composition to match 
frocks; tortoise shell and 
imitation tortoise shell base. 


White metals for rhinestones, 
etc.; natural gold for heavy 
opaque stones or pearls and 
large stones; natural gold 
and pearls in carved designs; 
all metal types in yellow 
gold or touches of copper; 
colored composition settings 
in marcasite. 
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Large important diamond and precious 
stone or imitations of these types in 
close fitting brilliant chokers; brilliant 
adjustable jewelry described above. 
Leng, important, glittering necklaces 
of this same type. 

Wide bracelets of flexible large links 
newer than regulation type flexible 
bracelets; crystal bracelets. 

Interesting large colored costume stones 
in “transparent stones as huge drops, 
clasps, center ornaments. 

Clips and clip brooches, with clips still 
more important. 

Clip watches new and interesting. 
Large stone rings; wider hand stene 
rings. 

Many glittering earrings; new shapes 
and combinations of stones. ‘ 
Compacts of various enamel types; seed 
pearl mesh package types. 


Rubies or garnets of first 
importance because of the 
reds. 


Sapphires, star and reg- 
ular dark tones. 


Rhinestones; combina- 
tions of colored stones 
and enamels, such as 
topaz and black, sapphire 
and green, etc.; combina- 
tions of pearl and black 
onyx set in white metals 
or natural gold. 


Pearls, alone or com- 
bined with dark trans- 
parent stones. 








White metals predominating 
for evening; natural yellow 
gold for exotic heavy pieces 
on velvets, or for Victorian 
pearl and onyx types. 


Pinkish gold for a few very 
expensive new pieces. 


Some little touch of copper 
for occasional demand only. 
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Amsterdam—33 Sarphatistraat 


Established 1866 


Office and Cutting Works 
6 West 48th Street 
New York 


London—23 Holborn Viaduct 
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Antwerp—48 Rue Simons 























Diamond Industry Shows Distinct Improvement 


London Reports Conditions Almost Approaching a “Boom”—while Antwerp Enjoys 
Increased Employment and Higher Prices—Better Conditions Reflected 
in the United States 


Lonpon, Sept. 15—It is some long time since we 
heard the word “boom” used in connection with the dia- 
mond industry but the upward tendency has become so 
pronounced the past week or two that in centers like 
Antwerp this is the high-sounding verb selected to de- 
scribe the rapid developments in diamond trading now 
going forward. 

The news from Belgium that around 4000 cutters are 
now at work in addition to the 3000 that have been 
carrying on during the slump period does not greatly sur- 
prise diamond merchants here. ‘The opinion in Hatton 
Garden and Holborn Viaduct several weeks ago was that 
diamond stocks stood at such a low level that a jump 
was to be expected at any time this fall. 

Of course, that section of the lay press which always 
seeks to minimize any suggestion that diamonds is likely 
to become dearer is shouting the odds again. Although 
being compelled to admit that diamond shares are steadily 
appreciating in value the exponents of “cheap diamonds” 
ridicule the idea that the demand for diamonds is now 
likely to outstrip the supply of available stones. The 
contention that diamond stocks are sufficient to last for 
a year at even normal demand does not fit in with the 
facts as supplied by the diamond brokers. 

According to Antwerp reports. available stocks are al- 
ready exhausted, and operations there were only resumed 
a month ago. The advance in prices of from 10 to 20 
per cent, bears out the statement of short supply. 

Here in London the stiffer prices prevailing for rough 
stones provide a pretty sure indication of the way things 
are shaping. Backes & Strauss and other leading diamond 
firms, informed your correspondent this week that a ship- 
ment of rough shown in London the other day was readily 
disposed of despite the fact that prices were distinctly stiffer. 
As this firm points out, enhanced wages are already being 
paid to diamond workers in Amsterdam and Antwerp due 
to the greater activity prevailing at the cutting centers. 
This is bound to cause a rise in mélée and smalls, where 
workmanship plays so large a part. Cheap grade and 
pique sizes are in greater demand, but supplies are meager 
and quite inadequate—a state of things likely to be the 
rule for some time to come until larger quantities of 
rough are being polished. 

The strong upward movement in the diamond market 
of Europe began to definitely establish itself early in 
August and the development of this movement has been 
proceeding steadily ever.since. How much of it is due to 
seasonal activity it is difficult to say at the moment. Dia- 
mond men who have acquired a much greater degree of 
confidence for the immediate future of the diamond in- 
dustry are pretty unanimous in their belief that the return 
to normal activity in diamond trading has at last set in. 

(Cables received by New York diamond dealers and im- 
porters later than the above dispatch indicated that rough 
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prices continued their upward trend, the advance in some 
cases reaching 25 per cent.—Editor JEWELERS’ CIRCULAR.) 





Diamond Prices Advance 


The revival in the diamond-cutting trade of Antwerp 
mentioned in the last issue continued in September and 
lead to an increase in workers’ wages there that was re- 
flected not only in the increased prices of diamonds in 
Antwerp but in similar increases in other centers and 
among the diamond importers and cutters of New York. 
The rise in prices of the larger stones and finer stones was 
much greater in proportion than that of the smaller stones, 
though according to reports published in New York even 
the smaller stones increased from 10 to 15 per cent in 
value. 

Coincident with the reports of better conditions in the 
diamond trade and the increase in prices in Europe, New 
York papers made prominent the fact that at auction sales 
in the metropolis the price of diamonds and gems began to 
move upward as the auctioneers encountered a sudden de- 
mand not apparent in previous months. According to the 
Times, an auction of diamonds at Park Row brought the 
first real profit in more than three years, better than 8 
per cent, and, in addition, a demand from a larger number 
of bidders for diamonds than has been encountered for 
along time. The auction of the Provident Loan Society 
earlier in the month showed an increase of 10 per cent 
over the prices released the week before. 

Reports of a similar tenor came from legitimate auctions 
in other sections of the city. 

Importers of diamonds generally report larger sales and 
better prices than at any time during the year. 





Walter Allen Wins Manufacturing Jewelers’ 
Golf Tournament 


ProvipENCE, R. I.—Walter L. Allen of this city led a 
field of 49 playing the 20th semi-annual tournament of the 
Manufacturing Jewelers’ Golf Association held Sept. 20 
at the grounds of the Rhode Island Country Club at Nayatt. 
His 44-43-87 was the lowest gross in the entire field and he 
also won the gross prize in Class A. He had a couple of 
sixes on each nine holes which boosted his score. He played 
the last two holes of the course in par. 

Winners of net prizes in Class A, where the handicaps: 
ranged from six to 18, were William J. Gow, Max Schwein- 
haut, Frank Curren and Ceda St. Pierre. R. Kolseth was 
the leader in Class B in which the net winners were: Frank 
J. Collins, Edgar W. Martin, Harold W. Ostby and R. T. 
Stafford, Fred Donovan’s reduced 72 won the prize for 
the: guests’ zroup and E. Moorehouse won the prize tor 
the highest score, taking 123 strokes to make his 18 holes. 
A dinner followed the golf play. 
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“Jewels for Investment” 





During the past four years the people of America 
have lost so much money that no ordinary mind can 
grasp the total figures. Most of it was lost because they 
bought the wrong things—rainbows, bubbles, day 
dreams, bunk and hysteria, propaganda and wild hopes. 


In this new booklet, “Jewels for Investment,” we 
t prove, by extracts from the Bible as far back as 5936 
years ago, the fact that jewels were security and sound 
investment—the oldest investment in the world. 


In preparing this book we have read every page of 
the books of the Old and New Testament which form 
the complete Bible and from these books we have taken 
every single reference to diamonds and precious stones. 


It makes no difference whether you accept the Bible 
as fundamental fact or fabricated fiction. No thinking 
man can discount its antiquity and the certainty that 
the Bible is the principal foundation upon which all 
ancient history and literature depends. 


Every jeweler is, so to speak, on the spot. Those who 
are left have a terrific battle ahead to regain the con- 
fidence of the general public which has been shaken 
and almost lost by the hysterical liquidation of the 
past three years. 


The most vital factor in the entire jewelry industry is 
confidence. The proper distribution of this booklet, 
“Jewels for Investment” will help to restore that con- 
fidence. Order a sufficient number of these booklets 
with your name imprinted and mail them to a select 
list of your customers and prospects. 


Doing so within the next thirty days will help mate- 
rially in the sale of jewels and jewelry for the Christ- 





mas Trade. 


Interesting 
features: 


“Jewels for Investment” is 
a booklet 3 x 6 inches in 
size printed on fine paper, 
with a French fold gold 
cover on which can be im- 
printed the retail jewel- 
ers’ name and address. 


The two-page introduction 
shows the comparative 
youth and relative inex- 
perience of many of the 
industries listed on the big 
boards, many of which are 
only 15 or 20 years of age 
with the almost 6,000 
years of history behind 
diamonds and _ precious 
stones. 


The double page center 
spread of statistics depicts 
the decline of stocks since 
the height of the 1929 
boom, and in no uncertain 
terms contrasts these de- 
clines with the value of 
jewels, 


The last page advises pur- 
chase of Diamonds at the 
present price levels show- 
ing how forced liquidation 
of stocks has_ brought 
about a unique buying 
opportunity. 


Attractive prices on quan- 
tities with imprint of 
jewelers’ name and ad- 
dress supplied on request. 
25c. in stamps or silver 
for a single copy. 








WARREN PIPER, 

31 N. State St., 

Chicago, Ill. 

Enclesed is 25c. (stamps or coin) for which 
please send single copy of your booklet “Jewels 
for Investment.” 


Quote prices on ( ) with imprint. 
number 
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WARREN PIPER 


Thirty-one North State St. 
Chicago 











ore About the Jewelry Tax 


Tax Committee Issues Bulletin Giving Important Rulings on Jewelry Tax Questions 


The Special Committee on Taxation of 
the Jewelry Industry has issued Bulletin 
No. 2, giving a number of important new 
rulings issued by the Department of In- 
ternal Revenue in the past month with 
explanatory notes by the committee. It 
reads: : 


TREASURY DECISION 4351 


Article 28 of Regulations 46 is hereby 
amended to read as follows: 

Effective October 1, 1932, none of the 
articles subject to tax under section 605 
may be sold tax free for further manu- 
facture in accordance with the provisions 
of section 620 unless the purchaser has 
registered as a manufacturer or producer 
and has been issued a registration certifi- 
cate (Form No. 632) by a collector of in- 
ternal revenue. Each person qualifying 
as a manufacturer or producer of ar- 
ticles taxable under section 605 (whether 
selling at wholesale or retail) will be 
granted a registration certificate bearing 
an identifying number, upon application 
to the collector of internal revenue for the 
district in which is located the principal 
place of business of such manufacturer or 
producer (or if he has _ no principal 
place of business in the United States, to 
the collector at Baltimore, Maryland). 
Registration numbers shall be in separate 
series, beginning with the number 1, for 
each district. Any exemption certificate 
furnished pursuant to Article 7 of these 
regulations must show the registration 
number of the purchaser. 

The Commissioner is authorized to can- 
cel the registration certificate and to deny 
the right to purchase articles tax free for 
further manufacture in any case where 
he is satisfied that the registrant is not a 
bona fide manufacturer or producer or 
that tax-free purchases are being made 
for the purposes of resale in the form in 
which purchased. 

Among the articles or parts of ar- 
ticles coming within the scope of section 
605 which may be purchased tax free for 
further manufacture by a manufacturer 
or producer who complies with the regis- 
tration provisions, are (1) all mountings 
made of or ornamented, mounted or fitted 
with precious metals or imitations thereof, 
or ivory; (2) pearls, precious and sémi- 
precious stones and imitations thereof, 
whether uncut or cut and ready for use 
but not mounted; (3) watch cases, watch 
movements or mechanisms, parts for 
watches and clocks, etc., and (4) other 
similar incomplete or unfinished articles 
subject to tax under section 605. Parts 
for watches or clocks selling for more 
than 9 cents each may not be purchased 
tax free under an exemption certificate 
when such parts are to be used in the 
manufacture of a watch or clock selling 
for less thar $3. 

If you want to buy taxable articles 
tax free for further manufacture upon 
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certification you must register before 
October 1, 1932. A form of appli- 
cation is enclosed with this bulletin. 
If you want to register answer the 
questions, sign your name, have it 
witnessed by a Notary Public, then 
send it to the Collector of Internal 
Revenue in your district. 

Remember—whether he registers or 
not the new regulations do not 
change the responsibility of anyone to 
pay a tax who sells articles which he 
assembled or produced before or 
after June 20. 


Sec. 619 (B) ArTIcLE 15. Basis oF TAx 
—CALCULATING FAIR MARKET PRICE 


This section provides that if a 
manufacturer or producer who sells 
at retail and does not sell at whole- 
sale cannot establish a fair market 
price this price is to be determined 
by the Commissioner. Ruling fol- 
lows: 


(Informal Ruling) 


“This office is of the opinion that where 
a manufacturer of jewelry has no sales 
at wholesale and there are no sales at 
wholesale of articles similar to the 
jewelry manufactured by him, 55 per cent 
of the retail price of such jewelry will be 
considered as representative of the fair 
manufacturer’s price thereof.” 

We understand this ruling will be pro- 
tested by some manufacturers as unfair 
to them. 


BILLING OF ARTICLES IN A GROUP 


Unless your invoice indicates that 
the articles billed are “identical” as to 
value, you must show the “per each” 
price. The ruling which follows per- 
mits you to bill by the dozen or gross 
exempt from tax if the unit price is 
under $3 or 9c each in the case of 
watch and clock parts. 


(INFORMAL RULING) 


“You are advised that after reconsider- 
ation of the question of billing articles 
usually sold and billed in units of a dozen 
or fraction thereof, it is now held that if 
identical articles are billed separately and 
so invoiced it will not be necessary that 
the unit price of each article be indi- 
cated. In other words, in making a sale 
of one dozen teaspoons if the invoice 
shows ‘twelve identical teaspoons at $24 
per dozen’ it will not be necessary to 
show on such invoice that the unit price 
of each spoon is $2. However, in the 
event the articles are not so invoiced the 
tax imposed under section 605 of the 
Revenue Act of 1932 will attach to the 
lump sum price for which the articles are 
sold, provided, of course, such price is $3 
or more.” 


WatcH BRACELETS (INFORMAL RULING) 
“You are further advised it is now held 
that wrist watch bracelets are taxable as 
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jewelry when sold by the manufacturer, 
producer or importer thereof for $3 or 
more. The above reverses the ruling 
issued to you under date of August 19, 
1932, as well as the ruling involved in 
the last paragraph of Bureau letter of 
August 24, 1932.” 


CREDITS AND REFUNDS 


Despite the fact a tax has 
been paid on a diamond or a mount- 
ing that you buy to assemble, you 
must pay a tax on the assembled ar- 
ticle when you sell it. You may, 
however, claim a refund for the tax 
paid by the Importer or Manufac- 
turer if it was billed to you as a tax. 
Ruling follows: 


(Informal Ruling) 


“Article 71 of Regulations 46 provides 
that a credit against tax under Title IV 
(Manufacturers’ Excise Taxes) under 
the Revenue Act of 1932, or a refund, 
may be allowed or made to a manufac- 
turer in the amount of any tax under 
Title IV, which has been paid by any 
person with respect to the sale of any 
article (other than a tire or inner tube) 
purchased and used by such manufacturer 
as material in the manufacture or pro- 
duction of, or as a component part of, an 
article with respect to which tax under 
Title IV has been paid. If a credit ig 
taken, or a claim for refund filed, such. 
credit or claim must be supported by evi- 
dence showing (1) the person who paid 
to the United States the tax for which 
credit or refund is claimed, (2) date of 
the payment, (3) the amount of such tax, 
and (4) the fact that the article was so 
used.” 

“In any case where a manufacturer has 
ceased to do business or has no further 
taxable transactions and will, therefore, 
file no more returns, a claim for refund 
should be filed.” 


Gotp LINED SILVER PLATED HOLLOW-WARE 
(Informal Ruling) 


“You are advised that the articles enu- 
merated in section 605 of the Revenue 
Act of 1932 are taxable when sold by the 
manufacturer, producer, or importer 
thereof for $3 or more. Relative to the 
taxability of gilt-lined silver-plated hol- 
low-ware, you are advised that if the 
gilt lining is merely a gold wash and not 
gold plated, it is held that the silver- 
plated hollow-ware having gilt lining is 
not taxable under the above mentioned 
section of the Act.” 


REPAIRS 


Repairs as such are not taxable. 
Precious metals used for repairs are 
not taxable. A taxable article, such 
as a diamond or any other precious 
or imitation stone, a platinum mount- 
ing or a ring shank is taxable when 

(Turn to page 93) 
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DURAND & Co. 


MANUFACTURING JEWELERS 


AND IMPORTERS OF PRECIOUS STONES 


72-74 East Kinney St. 
NEWARK, N. J. 














CARTER, GOUGH & CO. 


PARK and MULBERRY STREETS 
NEWARK, N. J. 
& 
IN ADDITION TO THE 
MANUFACTURE OF OUR 
REGULAR LINE OF FINE 
JEWELRY, WE ARE PRO- 
VIDING A COMPLETE 


SPECIAL ORDER SERVICE 


CHARACTERIZED BY 


QUALITY and WORKMANSHIP 


AT MODERATE PRICES 





_ among the many trade leaders enrolled 





Ask the Man Who Is 
Studying Gemology! 


Edward F. Herschede 


SAYS: 


Every diamond and gem dealer 
should become a gemologist “so as 
to intelligently answer the questions 
asked about his merchandise. It 


gives him an authoritative stand- 
: 9 ; 


Ing. 


Mr. Herschede, President and dia- 
mond and gem buyer of the FRANK 
HERSCHEDE COMPANY — old 


established Cincinnati retail firm— is 


in the courses of the Institute who believe 
that its educational facilities are of un- 


usual value to the trade. 


Investigate today by writing to 


Gemological Institute of America 


Books, Instruments 
and educational 
window exhibits. 


Mail courses in 
Gemology and in 
Diamonds 





LOS ANGELES 


Note: This is the first of a series of similar statements. 














New Jersey Retail Jewelers Association Re- 
organizes with Six Months’ Trial Program 
of Activities 


Piclicing a plan 
that has been germinating in the minds of a committee all 
summer long, The New Jersey Retail Jewelers Associa- 
tion, at a meeting held Sept. 15 at the Progress Club, 
Newark, definitely began its career as a reorganized body, 
to function under the guidance of a paid secretary, with 
a series of concrete objectives and outlined services it will 
perform for its members. This regime will be carried 
on for a period of six months, as a trial, and if successful 
will continue through 1933. 

At the State convention of New Jersey retail jewelers, 
held at Atlantic City last May, some talk of a more 
active association with a paid secretary resulted in the 
appointment by President Walsh of a committee, consist- 
ing of B. A. Weber, H. V. Paul and August J. Jaeckle, 
to investigate the possibilities in such a move. These men 
have been holding committee meetings throughout the 
summer, and with the advice of Dr. J. Russel Doubman, 
associate professor of merchandising at the Wharton 
School of Business and Finance, University of Pennsyl- 
vania, Philadelphia, evolved a plan which was found ac- 
ceptable by the members. 

' Dr. Doubman and Dr. Frank T. Hypps, who is also 
connected with the Wharton School, outlined in a gen- 
éral way the proposed activities of the regenerated asso- 
ciation. The former named ten services which the asso- 


ciation would be in a position to perform, including 
statistical research, trade legislation, educational functions, 
confidential bulletins and possibly cooperative buying. A 
monthly publication as the official organ of the association 
was also suggested. 

H. V. Paul, of Wiss Sons, Inc., Newark, outlined the 
budget under which the association will operate, both for 
the six months and for 1933. However, the 1933 plans 
are contingent upon the success of the organization during 
the trial period. 

Sydney John Cusack, A.M.B.A. (Master of Business 
Administration), who has been chosen as secretary, is a 
graduate of St. Joseph’s College, Philadelphia, with 
graduate work at the Wharton School. He took over his 
duties immediately at the headquarters of the association 
in the Fort & Goodwin building, 9 N. Broad St., Tren- 
ton, N. J. 





Growing Pearls in Japan 


The Sept. 25 issue of The American Weekly, Sunday 
supplement of the Hearst newspapers, contained a lengthy 
article concerning the art of artificially stimulating oysters 
to produce pearls. The article tells the story of the ex- 
periments carried on by K. Mikimoto, and how in 1890 in 
Japan he first began to insert irritants in oysters, letting 
them do all the work. The biggest pearl of this kind ever 
produced in Japan weighs 265.75 grains, and is worth ap- 
proximately the sum of $50,000. This exceptional gem is 
not for sale, as it is regarded as one of the nation’s 
treasures. 
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DIAMONDS 


We are prepared at any time to cooperate with you on your 
calls for Emerald-cut and Marquise Diamonds, Precious 


Stones and Pearls. 


HIRES 


For your, or your custom- 
approval, we will be 
pleased to submit a selec- 
tion of Star Sapphires in 
Ladies’ or Men's Rings and 
in Cuff Links. A large stock 
of Unmounted Stones on 


hand for all your needs. 








Fancy-Shaped Diamonds 
Sapphires - Rubies. 





GEMS OF 
THE MODE 


Cat’s-eyes 


JEROME RICHHEIMER?”"= = | 


608 Fifth Avenue 


THE JEWELERS’ CIRCULAR 
for October, 1932 


47 


New York 








THE JEWELERS’ CIRCULAR October, 1932 











ESTABLISHED 1888 | 


Jacobson Brothers 


Cutters of Diamonds ;, 


551 FIFTH AVENUE 
NEW YORK. 















































‘The Star Sapph ive | . Daniel Leker 


MANUFACTURING JEWELER 


GEMS OF FASCINATION FORMERLY 
, 7 C. V. DOUGHERTY CO., INC. 
7-11 W. 45th ST. 
NEW YORK CITY 


SEED PEARL JEWELRY 


SPECIALIZING IN REMODELING 
AND SPECIAL ORDER WORK. 

































A Notice of Importance to 





Manufacturers —Wholesalers — Importers 
Doing a MEMORANDUM Business 


THE ANNUAL SUBSCRIPTION FOR SERVICE OF 
THE JEWELERS’ MEMORANDUM BUREAU IS $10 


Subscribers will receive free a memorandum book based on an 
opinion of the Court of Appeals of the State of New York. 
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551 FIFTH AVE. | EWELERS’ MEMORANDUM BUREAU 
LOUIS N. MARX NEW YORK z FIFTH AVENUE NEW YORK CITY 





Tel. MURRAY HILL 2-8838 























Can Business Be Forecast? 
(From page 35) 


from high to low. After each of the earlier wars, it 
dropped about 50 per cent and in this war nearly 60 
per cent. 

Business will always be subject to change. You will 
have different stvles of jewelry, you will have different 
styles of watches, but the jewelry business will always 
be there. 

The first point is to get wise on the history of the 
past. I do not care whether you read any modern eco- 
nomic book at all, if you only read Adam Smith’s ‘““Wealth 
of Nations.” You can say times have changed if you wish 
to. I do not see a particle of difference between wages of 
150 years ago and now. ‘They are subject to exactly the 
same laws as they were then. It is your business to know 
those laws; it is your business to lead your community and 
to stop business from being too good, but you will not be 
able to be optimistic when business is bad unless you have 
been pessimistic when business is good. 

I am very optimistic for the next seven or eight years. 





$37,000 in Gems Stolen from New York Salesman 


A. J. Barnett, salesman for Arnstein Bros. & Co., 20 W. 
47th St., New York, returned to the Patterson Hotel, Bis- 
marck, N. D., on Sept. 19, at 10 p. m., Mountain Time, to 
find his room broken into and his trunk rifled of two wallets 
of diamonds valued at $37,000. 

Mr. Barnett arrived in Bismarck earlier in the evening 
and, finding that the hotel did not afford a suitable vault 
for the safekeeping of the gems, he locked them in his trunk 
and went out for a walk. When he returned they were 
gone. He notified the police immediately but no trace 
of the thieves has been discovered. It is believed that the 
salesman was followed to Bismarck. 

The loss was covered by insurance. 





Brooklyn Jeweler Robbed of $10,000 in Gems 

Three armed men entered the jewelry store of Jerome 
Roller, at 757 Sutter Ave., Brooklyn, N. Y., early the 
morning of Aug. 31, held up Mr. Roller and his wife, 
Sadie Roller, and escaped with $10,000 in jewelry. 

The jeweler and his wife were tied to chairs in the 
rear room of the store while the robbers cleaned out the 
safe. About half an hour after the intruders had left the 
store, Mrs. Roller managed to reach a button which 
sounded a burglar alarm. Police came and freed the 
jeweler and his wife. 

Mr. Roller said that the loss was covered by insurance. 





The experiment of a jewelry department in a home-fur- 
nishing store has evidently been so successful that Ludwig 
Baumann, well-know New York chain, has opened jewelry 
departments in four more of its stores, in addition to the 
one in the store on Eighth Ave. and 35th St., which was 
started May 15 of this year. The following stores will have 
jewelry departments: The Brookiyn store, at the corner 
of Hoyt and Livingston Sts. ; the Bronx store at 2913 Third 
Ave., between 151st and 152nd Sts.; the 125th St. store, 
between 7th and Lenox Aves., and the Newark store, at 
Broad St. and Central Ave. Harold Heit, jewelry buyer 
for Ludwig Baumann, was formerly with E. M. Gattle. 
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A Distinctive Mark for a 
distinguished line 


—--- & 


Enameled Dresser Sets 
Cigarette Cases and Compacts 


New Lows 


in prices 


Old H. ighs 


in quality 


Pierrette 
Design 
Individuality and 
elegance _ reflected 
in this smart 
Black Enamel with 
Black and White 
Eggshell pattern. 


16 Piece Set in attractive presentation box. Also available in 
three, five, seven, nine, and ten piece combinations and other 
patterns. 


Princess 
Aimee 
Design 


Green gold hand 
painted sunray 





center on black 

or light green 

background. 
5 Piece Set in attractive gift box. Also 
available in three, seven, nine, ten and 


sixteen piece combinations. 


a 
> 





An extensive variety of articles within a wide 
range of price. 


ELGIN AMERICAN 


MANUFACTURING COMPANY 
ELGIN, ILLINOIS 
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Your 


OPPORTUNITY 


for Fall Business . . . 


new articles that they feel assured 
will meet with public enthusiasm. The 





ys & SONS offer you many 


new designs throughout their varied . 
line reflect the same Larter quality with 
which you are so familiar. And, best 


of all, they are so priced that any.one > 
looking for real quality values will be 
duly impressed. 


Our representatives are now on their 
way to visit you and we believe your 
inspection of our line will be mutually 


advantageous. 


LARTER & SONS 
88 Parkhurst St., Newark, N. J. 





























Two Marcus & Co. win- 
dows showing pens and 
pencils and (below) sig- 
net rings. These dis- 
plays illustrate how ef- 
fective small window 
space can be when used 
with imagination. 


Windows With 
Specialized 
Selling Appeal 


The two unique 
and striking window displays on this page were designed 
by W. Byard Okie, Jr., display manager for Marcus & 
Co., Fifth Ave. (New York) jewelers. Above is a pen 
and pencil window, which harks back to ancient Egypt 
for its atmospheric sales pressure. A painting, by Walter 
Beach Humphrey, shows a fair scribe of 5000 B. C. in 


a contemplative mood, gazing at her hieroglyphic handi- 
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be 
Wetter Pooch Homeery 
toe 65 


TW 3 Kicks Sons 


work. Lettering across the top reads: “Three thousand 
years ago a frail reed wrote the beautiful hieroglyphs of 
ancient Egypt.” 

Of course, the natural inference is: ‘““—and today we 
have all manner of pens and pencils for every conceivable 
occasion.” ‘There is a tiny gold pencil mounted on a 
wrist strap for use on the golf links; there is one equally 


(Turn to page 59) 
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Buy GORHAM oath: 


= 30) at This Low Price . 


PP ice Sess 0 ome spot eigen Sores" 
OASIS tahice Coceedly free, Geohens mapsher werk 
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Appearing in 
The October Ist issue of , 
Appearing in 
Satu rday The October 8th issue of 





Evening Post — Colliers Weekly 
GORHAM STERLING - swe bs Leading deoelers Eorrnobere 


with 2,869,123 prospects “oS with 2,235,397 prospects 











Our Message Reaches Millions 








are you ready 


Both publications advise that more than three 
- persons read every single copy. Out of that 
15,316,560, hundreds of your present customers are 
prospects for either Edgeworth or Princess Patricia 
pattern, both of which have matching hollow ware. 


Display both patterns prominently in the hand- 
t some chests, release the newspaper ad . . . mail 
the de luxe folders to arrive October 5th. 


Remember —(1) the low prices featured are not 

limited to special weeks... (2) Every item in both 
patterns is lowered proportionately in price . . . (3) 
That the fill-in business which inevitably follows will 
be easier to secure on account of the above facts... 
(4) That no other 26-piece Gorham quality, price- 
maintained sterling sets are available at such an 
attractive price. 


it’s not too late! wire to-day! 
The GORHAM Co. 


PROVIDENCE, R. I. 
6 West 48th St., New York City 10 South Wabash Ave., Chicago 140 Geary St., San Francisco 
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Quality the Major 
nfluence in Stimulating 


Public Confidence 


Abstract, from Address Delivered by P. A. O'Connell, President 
of the National Retail Dry Goods Association, at the Boston 


Convention of the A. N. R. J. A. 


wins the recent period 
of price decline, irresponsible, fly-by-night concerns have 
raised havoc by duping the public with exaggeration and 
false claims. It behooves the reputable jewelers of this 
country to start a campaign that will wipe out this group 
of parasites. Some means must be found whereby their 
nefarious swindle can be curbed and the public relieved 
of the tremendous loss they involve each year. If the 
jewelry industry is to prosper as it should, it is not enough 
that your reputable merchants shall sell honest goods. You 
must also safeguard the public against losses through the 
misrepresentation of unscrupulous merchants and manu- 
facturers. 

Probably the best attack can be made through more 
careful censorship of jewelry advertising, and by a counter 
barrage of the right sort of advertising on your part. In 
advertising, the machinery has been set up by which to 
curb unfair practice. At the same time advertising is the 
most powerful instrument in the hands of legitimate deal- 
ers by which to educate the consuming public to the 
economy and satisfaction of buying good jewelry of rep- 
utable concerns. Let every reputable merchant look care- 
fully to the quality of goods he offers. Advertise quality 
and sell quality. 

When I look into the merchandising methods of the 
jewelry industry I find much that apparently can be 
improved. It is always easier for an outsider to criticise, 
but the statistics of the industry show some points that 
seem clearly to call for correction: 

One is the matter of turnover. A very comprehensive 
survey of the jewelry industry compiled by the United 
States Bureau of Foreign and Domestic Commerce for 
1929 shows that nearly 44 per cent of the stocks of retail 
jewelry merchants are more than one year old, and 14 
per cent of them are over three years old. This means 
that the median rate of turnover of jewelry stores as a 
whole is less than once a year; while even for the most 
ripid group, the installment stores, the turnover is only 
1.4 per cent times a year. In any other branch of retail 
merchandising with which I am familiar, such a slow 
movement of merchandise would spell disaster, and I 
cannot but think that many of the present troubles of 
jewelry merchants are directly attributable to this cause. 

We find usually about eight or ten items of jewelry 
that sell in quantities and we aim to have the bulk of 


THE JEWELERS’ CIRCULAR 
for October, 1932 


53 





P. A. O’;CONNELL 


our stock in these items. The trouble in many stores is 
that they buy too many different styles and too many 
different items without a due regard for what the cus- 
tomer’s needs will be. Overcrowded stocks of miscel- 
laneous merchandise often hurt sales because they confuse 
the customer, and they put a crushing load of carrying 
charges on the operating expenses of the store. It is not 
a wide statement to say that 70 per cent of the business 
of the average jewelry store is now being done in about 
30 per cent of its stock. This means that about two- 
thirds of its stock is dead as far as profitable merchandis- 
ing is concerned. How can a store hope to make money 
against such odds? 

Such methods may have been tolerable during the flush 
days before 1929, but they de not succeed today, and 
neither do I see any prospect in future conditions that 
will permit them. The prosperity toward which we are 
heading will be a prosperity only for the fit and the 
efficient. We have no basis for expecting a boom on which 
antiquated, obsolete methods of merchandising can succeed. 

In discussing the details of jewelry merchandising, I 
am, of course, in danger of drawing conclusions that do 
not apply to all branches of the jewelry field. My own 
personal experience has been limited to only one part of 
the whole. I notice, however, from the Department of 
Commerce Survey above mentioned that less than a fourth 
of all the jewelry stores employ clearance sales to clean 
up the season’s left-overs. In my own department I would 
no sooner think of carrying over a stock of slow-selling 
jewelry than I would of hats, dresses, coats or shoes. The 
basic principles of successful retailing demand a constant 
flow of new, desirable merchandise that is right in quality, 
right in style, right in price and right in time. 

In the same connection I notice that not more than a 
fifth of the retail jewelry merchants budget their pur- 
chases in accordance with a predetermined sales plan. 
Frankly, I am at a loss to see how the remaining firms get 
along at all in this day of competition. Certainly there 
is no important department store or women’s apparel store 
that could succeed with that sort of management. Neither 
do I believe the jewelry merchants are succeeding by it, 








THE JEWELERS’ CIRCULAR October, 1932 



















Full-page Watson advertisements like 
this—striking in appearance, compel- 
ling in human appeal—are appearing 
every month in national magazines. Re- 
prints of these advertisements on hand- 
some display cards will be sent free on 
request. Write for October reprint Now! 





DVERTISING THE SOCIAL PRESTIGE 






imum ema of Watson Sterling 


design, its instantaneous appeal to modern- 

minded people, give Lotus a notable selling h b | : . 
power beyond all competition. Examine your la c E h to t € est ami res 1” 
Watson-mark Sterling today—and send for the 


Watson Handbook to help you most profitably y OUT COMMUN 1 ty a ae gk) oe 


replenish your stock. 


7 ‘HIS season Watson Silversmiths present to the best fami- 
lies in America a new advertising series as modern and 
distinctive as Watson patterns themselves. 





The advertisement shown above will give you an idea of 
‘| how interestingly and effectively we are appealing to the 
style-consciousness and pride which every woman takes in 
fine Sterling tableware. 


Never before has Sterling been offered in such an interest- 
ingly human way. And this Watson advertising continues 
to build public confidence in the jeweler, pointing out that 
Watson Sterling, with all its extra values of fine craftsman- 
ship, is sold only through selected jewelers in each city. 


| 
i} 


“Watch Watson’’ becomes especially timely this season— 
your customers will watch us, too! 


THE WATSON COMPANY 


24 Watson Park, ATTLEBORO, Mass. 


A NEW YORK CITY CHICAGO LOS ANGELES 
347 Firru Ave. 37 So. WasasH AVE. 643 So. Oxrve St. 
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TRACE mage 


Watson Sterling 

















for the Survey above mentioned shows that even in 1929 
the stores that set aside any salary for the owner manager 
reported an average loss of nearly 2 per cent of their 
net sales. 

I find, also, that the collections in the retail jewelry 
trade are about the slowest of any trade reported. Ac- 
cording to a survey recently made by the Bureau of 
Foreign and Domestic Commerce, the jewelry stores in 
1931 showed a monthly collection ratio on their open 
credit accounts of 30.4 per cent, whereas the shoe stores 
showed 46.5 per cent, electrical appliance stores 39.9 per 
cent, department stores 38.7 per cent, furniture stores 
35 per cent and men’s clothing stores 33.4 per cent. 

Too extended acceptance of consignment merchandise 
is a pitfall that must be guarded against. It distracts 
attention from the stores own merchandise and slows 
down turnover of capital invested. Aside from the occa- 
sional use of consignment for expensive show pieces, the 
merchant who buys his stock outright, and who gives the 
proper study to his customers’ needs so as to buy the 
items that will be most in demand, is the one who will 
make the most money. 

There are several other points I might mention that 
obviously should have attention. Like those above, how- 
ever, they have to do with the application of modern, 
improved merchandising methods to the industry, and are 
doubtless included in the studies your own association has 
made. If you will permit me I would like to make two 
suggestions: The first is that every member here, upon 
returning home, shall set about to adopt in his own store 
the improved methods which studies of your association 
show especially adaptable to the jewelry trade. We are 
entering a new day in retail merchandising. It will be 
a prosperous era for the merchant who has weathered 
the recent storm and who has learned the secret of effi- 
cient retail distribution, but there will be no place for 
the old-fashioned methods that depended simply upon high 
mark-up for their support. 

The second suggestion is that you as a group immedi- 
ately launch a campaign that will effectively curb the 
abuse and misrepresentation practiced by fly-by-night and 
other irresponsible dealers. Wherever you find misrep- 
resentation in advertising, stamp it out, and at the same 
time in your own advertising drive home to consumers 
the economy and lasting satisfaction of buying quality 
jewelry at a quality store. Above all, hold tight to the 
standards of good quality and fair dealing by which your 
reputations have been built up. Confidence is the very 
basis of the jewelry industry; it is the greatest asset you 
have and one that must be guarded with every facility at 
your command. 

This should be an ideal time to undertake broad, con- 
structive movements that will build permanent business. 
Every indication points during the coming months to a 
distinct lightening of the pressure under which all busi- 
ness concerns have been laboring. If the improvement 
continues as it has begun, the plans for Christmas, 1932, 
will have to be stepped up very substantially over previous 
estimates. Moreover, if we can trust the teachings of 
history, there is sound reason to believe that the upward 
movement now begun marks the definite turning from the 
period of depression to a long upward swing of business 
improvement. In this recovery the selling of quality 
jéwelry should have an important part. 
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MANCHESTER’S 


Newest Sterling Patterns 





Vogue 


Southern Rose 


. | ee for new sterling patterns 
that have that “extra something”? 
Here they are! 


Let us put samples of these full- 
weight, finely finished popular 
priced patterns before you. They 
will sell themselves on a point-by- 
point comparison. We will also 
send literature showing nine other 
fast selling patterns and a long line 
of sterling hollowware and novel- 
ties. 


ANCHESTER 


* SILVER COMPANY 
PROVIDENCE . .* RHODE ISLAND 
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N\ OTHING is static in the whole universe. 

Things grow or things decay. Man advances or 
man retrogrades. Business prospers or busi- 
ness drifts to the rocks of ruin. Always there 
is action. 

When business seems most quiet, changes 
work quickest. Trade abruptly departs from 
one store to patronize another. The public 
becomes more critical towards merchandise 
and service. Depleted stocks and out-moded 
goods, no matter how cheaply priced, hold no 
interest. 

To meet these present-day exacting times 
comes CORONET —a brand new creation, 
attractively designed and correctly styled in 
accordance with the very latest decorative 
trend—to refresh one's stock, to arouse in- 
terest, to create sales. A pattern which is being 
most enthusiastically welcomed by the keenest 
merchandisers. Indeed never was a pattern 
better keyed to the times... to the needs of 
the jeweler...to the wants of the public. 

Sterling business moves—ahead! 


ROGERS, LUNT & BOWLEN e- SILVERSMITHS ¢ GREENFIELD, MASS. 
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Beauty and Style in Window Displays = 3 
(From page 33) ! 


days. Orange represents light and heat, having the vigor | 
of maturity, of the hale and hearty autumn, not forget: 

‘ ting Halloween. Purple is the shade of royalty, of 
dignity and solemnity. 


See tae eeeataie te leatvanainial 


The window displav should contain two primary ele- 
ments, beauty and style. Beauty is by far the most im- 
portant of the two, because the negative aspect of style 
is impermanence. The last thing the jeweler wishes to 
do is to impress his customers that his wares are merely to 
satisfy the passing fancy of fickle fashion. ‘They are pre- 
cious stones, which never decrease in beauty, are not sub- 
ject to the ravages of time; consequently, the style element 
of your window should stress the adaptability of jewels te 
the different fashions rather than advertise an altogether 
new jewel for the new gown. 





ne ES oO MN wR 


| 


STERLING SILVER 


This is the idea carried out in the display which | de- 


signed around some illustrations in Harper’s Bazaar. The ’ 
display (picture on page 32) shows the magazine opened e Wi (1 
to two pages of evening gowns representative of the cur- LC iz 


rent fashion. On the right are four neck forms, “each one 




















of which is draped with a fabric used in one of the four ee ee ee per 
i i anent place among the staples in sterlinz 
gowns and arranged in the same order from right to left. Scomer penien he aaa ae 
On the neck forms are displayed jewels which are appro- blends softly to individual expression in 
e e ‘i table appointment. Write for your copy ol 
priate for wear with the gowns illustrated. The harmony an illustrated descriptive brochure today. 
of the jewels with the gowns is strikingly portrayed in this 
way. Of course, to obtain the fabrics, the cooperation of FRANK W. Situ, INnc., GARDNER, Mass. 


the publication is necessary—however, the local dress shop 
in your community will be only too glad to help you in 
such a problem as this. The color note is reiterated in the ——$<—$——== = 
flowers which are shown in the alabaster vase in the right 
corner of the display. “These flowers match as closely as 
possible the colors of the gowns. 


Silversmiths for half a century 
























































This smart combination 
P u al gift-ap- 
peal—at a price and profit 
that deserve your atten- 
tion. Write for new folder 





The first gown is a nasturtium-colored crepe-de-chine 
and against this fabric is shown a pearl and diamond neck- 
lace. The second is a yellow organdie, on which are dis- 
played rubies. Third is a soft orange flowered chiffon 
which makes a lovely background for emeralds, and 
fourth, a pale pink gown with a sapphire necklace. The 
foreground shows some bracelets. 

The copy on the window card is important for it is 
distinctly jewelry copy and not style. It reads: 

Jewels are essentially a part of social distinctior, 
but it is their choice which discloses the discrimination 

of the wearer—it is their quality which attests the in- E CD) 

tegrity of the jeweler. 


The window illustrates the two principles of beauty COASTER ASH-T RAY 


and style admirably. The objects are harmoniously ar- 


ranged, the color effects are attractive, while the style +++ « m Sterling and Cut Glass 


element is introduced by the authority of a leading fashion 


oe TRIPLE-PURPOSE coaster that everyone will 
publication. & A ye A want. . . uniting beauty and usefulness 
Thus, there is a consistency of quality in every element —  —_ _ a most a pr dlmesi —— 
of the display. While style is the keynote, the perpetual f ewig aon + ew 


holder. Sterling silver coaster ring has fine cut 
glass bottom, affording complete protection from 
burns, stains or moisture. An ideal item to head 
your gift list. List, $3.60 each. 


WATSON & BRIGGS COMPANY 
Successors to The Thomae Co. 
23 Watson Park, ArrLeBoro, Mass. 


and lasting beauty of the jewels is pointed out, and their 
ability to harmonize perfectly with the textiles introduced 
by the successive waves of style changes is demonstrated. 





A ten-year lease on space at the northwest corner of 
Broadway and Morrison St., Portland, Ore., has been 
taken by Zell Bros., jewelers and optometrists. The site 
includes 3600 square feet of floor space. Work will begin 
immediately on the installation of a new modernistic front. 


NEW YORK CHICAGO LOS ANGELES 
347 Fifth Ave. 37So. Wabash Ave. 605 West 7th St. 
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A Cross Section of the Saart Line 


the most effective way to 
get new business is to have 


NEW MERCHANDISE 





We have created many new items in sterling and 
plate which even in today’s bargain market rep- 
resent startling values. Line leaders are shown 
in a new Catalog Supplement which is just off 
the press. Make sure that a copy reaches you 
by mailing the coupon below. 


SAART BROS. CO. 


ATTLEBORO, MASS. 


LADY JANE 
Toilet Sets in 
Sterling and Plate, 


retailing 
$7.50 to $75.00 





PGE i 


ER it 



























GENTS’ 
TOILET SETS 
Retailing 
$4.50 to $30.00 





CIGARETTE 
CASES, COMPACTS 
AND NOVELTIES 

Retailing 
$1.00 to $15.00 








FP SSeS SS SSS SSS SSS SSCS SSS SSS SSeS See esses 


SAART BROS. CO., ATTLEBORO, MASS. 


Send your latest catalog to 
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Ce ee ee eo eo ee ee re 






Retailin 
75¢. to 
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Silver Sales 
(From page 31) 





prepared. The value of this event, in prestige and adver- 
tising, was so great that H. V. Paul, manager of the store, 
decided to institute such a service as part of the store’s 
promotional activities. 

A series of letters was sent to the New Jersey women’s 
clubs, suggesting that they include in their program for 
the year a talk by Mrs. Cook on some phase of silver, 
china or crystal ware. ‘The result was that during the 
past year she has been a guest of several clubs at their 
monthly meetings, addressing them on subjects such as 
the source of design in silverware patterns, the romance 
behind silver, etc. On such occasions from one to-a num- 
ber of silver settings are arranged, depending on the space. 
For the season of 1932-33, six lectures are already on 
schedule, with some of them,announced in the year books 
of the clubs. ‘The setting “is always accompanied by a 
small card reading: “Table appontments by Wiss Sons, 
Inc.” 

Mr. Paul, says that the silver business of the store has 
been excellent, and that although much of it is attributable 
to the low prices of sterling, nevertheless, the promotions 
outlined above have in the past had a definite effect in 
increasing the volume of sales and building up a reputa- 
tion of authority and excellence for the store. 





Windows With Specialized Selling Appeal 
(From page 51) 


small which fits snugly in a shell which is fastened to a 
bill clip, a pencil which is attached to a hook which hangs 
on the telephone—and so on ad infinitum. ‘The pens are 
similarly designed to satisfy the most fantastic demands 
of the fastidious penman. And then there are numerous 
combinations of pens, pencils and other accessories; there 
is a small gold address book which locks with a pencil, 
latchkey and pencil and many more interesting ensembles. 

The window is built with three solid wood sections of 
cylinders, covered with canvas which is colored to match 
the shades in the painting. A small drill was used to bore 
the holes in the top of each cylinder in which the pens 
and pencils are balanced. Various combinations of latch- 
keys, knives, lighters and pencils deck the foreground. 








The window with the ostrich feathers sells signet rings. 
Its design its based on the crest of the Prince of Wales, 
consisting of three ostrich plumes, and in this display is 
repeated on either side of the Prince’s heraldry. A tri- 
angle of gold signet rings and seal rings of carved gems 
forms the body of the display and in the center of the 
triangle are some red wax impressions of seals which 
Marcus & Co. have designed. ‘This is an excellent way 
of showing the type of work done in the way of signet 
rings, as a large line of finished seals would be entirely out 
of the question. ‘The large tome on the right is a catalog 
of all the heraldic insignia of the world. The card in 
the foreground reads as follows: 

“A man’s seal ring becomes his most prized possession 
when it is carved with his family crest or personal mon- 
ogram. 

“Our collection of seal rings is unusually wide. 


“Marcus & Co.” 


THE JEWELERS’ CIRCULAR 
for October, 1932 








DO YOU HAVE TIME TO MAKE 
MORE SALES? 






Many Jewelers find it profitable to call at Col- 
leges, Schools, Hospitals and large commercial 
organizations with samples of O-B Class Rings 
and Pins. Every group of students, every class 
of nurses, every organized association has its 
special emblem and buy appropriate rings, pins 
and other articles of adornment to enable them 
to properly show this insignia. 













Write to us at our factories and 
main offices, Providence, Rhode 
Island, or to our Branch Offices, 
15 Maiden Lane, New York City 
—55 East Washington St., Chi- 
cago—3!15 West 5th St., Los 
Angeles, for our Class Ring 
Folder and more complete in- 
formation as to how you can get 
this additional business. O-B 
co-operates with. your wholesale 
Jeweler*to better serve you. 


"Write for the O-B Ring Book” 
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FORMAL 
WEAR 


INFORMAL 
WEAR 





A New Best Seller for Men 


The GRAVITY 


KEY RING and CHAIN | 


— IT SLIDES — 


PATENT 1,866,216 


ORDER THRU YOUR 








AN 
BOX 
“NOW” WITH EVERY 
CHAIN 





,  STAMETAL, INC. 


116 JOHN STREET NEW YORK 


For Directions You Will Note We 
Use Two Chains in Each Illustration 





(1) INDIVIDUAL KEY USED MOST FREQUENTLY. (1) SURPLUS KEYS AND *-EY RING. NUT IN USE DURING FOR- 


(2) SURPLUS KEYS PLACED ON KEY RING ARE THOSE NOT 


AL WEAR. 
USED FREQUENTLY (2) INDIVIDUAL KEY ONLY TO BE USED DURING FORMAL 





° WEAR. 
(3) BY ALLOWING INDIVIDUAL KEY TO DROP, THE KEY : (3) INDIVIDUAL KEY PLACED IN POCKET AND IN PROPER 
RING WiTH SURPLUS KEYS WILL SLIDE DOWN ON CHAIN. PLACE. ° 
SILVER PLATED (U-3) (U-5) (U-6) THREE PATTERNS STERLING SILVER (S-15) (S-25) (S-30) THREE PATTERNS 


Special attention is directed to the U-35 Silver Plated Gravity Key Ring and Spring Chain. It not alone “slides” but it also “stretches.” 



























































Personal Contact Agency 


DEEP BOWLS COLLECTIONS — INVESTIGATIONS 


When your credit customers move away to 


Pi ane 





4. New York City or vicinity, let me make & 





@ your collections for you. Eliminate court @ 


expenses, secure satisfactory results. vW 


Long experience . . . . Excellent references. 


MILTON KRAMER 


26 COURT ST. BROOKLYN, N. Y. 


| | 
Of course--they know CANDO 






























© 1 In. to 10 In. For 67 years—CANDO has been 
In Sizes 5 V2 . America’s favored polish for silver 
Medium and Heavy Weights 


CURRIER & ROBY 


for dependability and satisfaction 
is established. Your customers’ 

EXPERT SILVERSMITHS 
217 E. 38th ST. NEW YORK | Uxise-JJ | The CANDO Corporation 
SS 


uct they know. Write for samples 
and information — or — order from 
your usual jobber. 














choice turns naturally to this prod- 
Cambridge, Mass. 


















Arrests in New York Indicate Great Increase 
in Counterfeit Watch Dials 


Arrests made by the police recently 
have disclosed that a “racket” which has 
gone on in the watch industry many years 
has recently grown to gigantic propor- 
tions. The accused men are charged 
with having manufactured watch dials 
and stamped them with the trademarks 
of leading watchmakers, these dials be- 
ing used to sell inferior and spurious 
movements as nationally advertised prod- 
ucts. 

According to Harry D. Henshel, secre- 
tary of the Bulova Watch Co., 580 Fifth 
Avenue, who made the complaint, hun- 
dreds of thousands of cheap movements 
have been palmed off on the public as 
Bulova, Elgin, Waltham, Hamilton and 
other timepieces. 

Police claim that 50,000 of the fake 
dials were seized in the’ room of Edwin 
B. McGonigle, of 828 President Street, 
Brooklyn, N. Y., who is being held for 
Special Sessions after a preliminary hear- 
ing in the Tombs Magistrate’s Court. 
Marcel Courvoisier, of the Berna Swiss 
Dials, Inc., 80 Nassau Street, was also 
held for trial and a third man pleaded 
guilty. Jacob Schonholtz, of the Swiss 
Radium Dial Painting Co., 30 Irving 
Place, was to have a hearing as the 
JEWELERS’ CIRCULAR went to press. Other 
arrests included Abraham Bloom, 95 
South Street; William Chon, president of 
the Superior Watch Co., with offices in 
the Jewelers’ Exchange on the Bowery, 
and Benjamin Spater, an employee of 
Chon. These cases were set down for a 
hearing Oct. 11. 

These men are charged with a misde- 
meanor, the counterfeiting of a trademark, 
or possession of or offering for sale of 
an article bearing a spurious mark. 
McGonigle and Courvoisier will be tried 
in Special Sessions shortly. 

The investigation and the arrests were 
made by Detectives Charles Frank and 
Herman Levine, working under Captain 
James Foy of the jewelry squad. Detec- 
tive Frank testified that he found in Mc- 
Gonigle’s room a number of the spurious 
dials and dies for the stamping of the 
name “Bulova,” “Waltham” and “Elgin” 
on the dials. 

Mr. Henshel told a representative of 
THE JEWELERS’ CIRCULAR that investiga- 
tion had led him to believe that the 
watch dial racket is a highly organized 
“industry” with numerous men working 
as peddlers of the contraband merchan- 
dise. He said that the Bulova company 
had received more than 100 complaints 
from both consumers and retail jewelers, 
to the effect that cheap movements mas- 
querading as Bulova watches were being 
sold all over the United States, one of 
these complaints coming from as far away 
as Alaska. 

He said that the watches had been 
sold for as little as $2.75 each, in some 
cases being represented as stolen mer- 
chandise by the peddlers. “The dials 
were sold to peddlers in lots of 50 and 
100, who fitted them to cases and move- 
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ments. These watches were then sold 
from door to door, on the street, and in 
other devious ways as genuine Bulova 
watches,” said Mr. Henshel. 

Complaints against McGonigle have 
also been filed by the Waltham and El- 
gin watch companies, which have been 
fighting this evil for more than 20 years. 








RING WEEK NOV. 14-19 


Retailers are urged to cooperate in the 
movement to push the sale of rings for the 
week beginning Nov. 14, this movement being 
fostered by ring manufacturers with the co- 
operation of various trade associations. 

The plans for the promotion of ring sales 
during this week will be announced shortly. 
Every retailer should get in touch with his 
jobber and ring manufacturer and learn what 
they are. 

Full details will be announced in the next 
issue of THE JEWELERS’ CIRCULAR. 








Delaware Jeweler Convicted of Mail- 
ing False Statement of Assets 


WitmincTon, DEL., Sept. 22.—Louis 
Davis, a jeweler who conducted a store 
at 2 W. 10th St., was convicted of a 
charge of using the mails te-defraud in 
the United States District Court, yester- 
day. His attorney immediately filed 
notice of appeal. 

Davis, it is alleged, mailed a false 
statement to the National Jewelers Board 
of Trade in New York, in which he 
claimed assets of $47,000 and liabilities 
of about $15,000 as of Oct. 3, 1930, but 
a short time later went into bankruptcy. 

Davis claimed that the statement was 
approximately true when he made it. 


Leon Kramer, Former Member of 
Whittemore Gang, Escapes from 
Great Meadow Prison 


Leon Kramer, sent to-Sing Sing prison 
for a term of 40 years upon being con- 
victed of holding up Folmer Prip, jeweler 
at 90 Nassau St., Dec. 23, 1925, made 
good his escape from the Great Meadow 
prison, Comstock, N. Y., on Aug. 23. 
He was a member of the notorious Whitte- 
more gang whose depredations on the 
jewelry trade caused losses of hundreds 
of thousands of dollars. 

Kramer and his brother, Jacob, were 
both sent to Sing Sing on the same charge. 
The latter was known as the “brains” 
of the Whittemore gang. Leon had 
several aliases, including “Liss,” “Harris,” 
and “Lewis.” He was indicted and con- 
victed under the name of Miller. 

Commissioner Thayer, of the Depart- 
ment of Correction, made a personal in- 
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spection at the prison the day after. the 

escape. He said, “It was a cleverly ex- 

ecuted plan and it worked.” He said that - 
his investigation convinced him that “every 

possible precaution was taken by prison 

officials.” 

The records show that Kramer was 
sent to Sing Sing, June 18, 1926. He 
was transferred June 29 to Clinton Prison 
and on Aug. 1, 1931, was sent to Auburn. 
On April 8 of this year he was received 
at Great Meadow. 





German Imports and Exports of 


Watches Show Decrease 

WaASsHINGTON, D. C.—German imports 
of watches consist mostly of wrist and 
pocket watches and nearly all of them 
come from Switzerland according to un- 
official information received here. 

The importation of expensive watches 
into Germany has declined heavily, the 
report states, the German imports of 
Swiss gold watches having declined in 
quantity by 85 per cent and those of Swiss 
silver watches by 95 per cent this year 
as compared with the corresponding 
period of 1928. In the cheaper lines it 
is said that British suppliers are begin- 
ning to compete*.with the Swiss in the 
German market. 

Also the Geftman foreign trade in 
watches has been on the decline in re- 
cent years. 


C. Sydney Cook 


Boston, Mass., Sept. 15—Members of 
the jewelry trade not only of this city 
but throughout the East were shocked 
to learn of the sudden death of C. Syd- 
ney Cook, Jr., head of the firm of A. 
Stowell & Co., one of the leading jewelry 
houses of this city. Mr. Cook passed 
away Sept. 9 at his home in West New- 
ton, and the funeral services were held 
the following Sunday. 

Charles Sydney Cook, Jr., spent 35 
years in the jewelry industry, during most 
of which he held a prominent position 
in the trade of Boston. His father be- 
fore him had been the head of A. Stowell 
& Co., and the son, who was born in Bos- 
ton in 1876, after attending high school 
entered his father’s business about 1897. 
He succeeded his father as president of 
the concern in 1922. 

Mr. Cook was known not only as one 
of Boston’s leading merchants, but as one 
of its most public-spirited citizens, and 
his many sterling qualities made for him 
a host of friends both within and without 
the industry. Outside of his business, 
his principal hobby was raising fine poul- 
try and he was also an enthusiastic fish- 
erman and golfer. He was a member 
of the Boston Jewelers Club, of the Brae 
Burn Country Club and the Retail Trade 
Board of Boston. In fraternal circles 
he was prominent in Masonry and was 
a member of the Mystic Shrine. 

He was married in 1898 to Miss.Celia 
Gould, and besides his widow is sur- 
vived by two sons, Stone and J. Gould 
Cook, and by a daughter, Mrs. Esther 
Hallett. 
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(U. S. Design Patent No. 84287) 


An initial investment of only $30.00 will secure for you the EXCLUSIVE SELLING-RIGHTS 
in your city for this 


GENUINE SCHUMANN DRESDNER ART PATTERN 
YOU DISPLAY SAMPLES—WE CARRY THE STOCK 


Representative Sample assortment consists of 19 pieces. One sample each of best selling 
items. 


Many dealers have not had the foresight to send their ORDER IMMEDIATELY and are con- 
sequently disappointed when they hear it has been already reserved in their city. 


SCHUMANN CHINA CORPORATION 
14 West 23rd Street, New York, N. Y. 


October, 1989 








FORMALITY RETURNS WITH THE FALL 


No table is properly set without the correct 
Glass and China. Jewelers can be sure of in- 
creased sales by featuring the right kind of 
table ware. 

Short lines such as shown on this page are car- 
ried in open stock and may be made an ever 
increasing source of repeat orders. 


Crystal Stemware is a profitable and decora- 
tive line of ware to display. 





Beautifully decorated china in all the 
natural colors and gold. Carried in 
& open stock by 
Paul A. Straub & Co., 
105 5th Ave., New York 





An unique set of vases in opaque glass 
with black glass handles and rims. 


‘ Most artistic and different. 
Exact reproduction of the Real Old Corning Glass Works, 


pete gat made in a full line of (Steuben Div.) Corning, N. Y. 
T. G. Hawkes & Co., 
Corning, N. Y. 





Exquisite china with open work 

decoration. Carried in open 

stock and in complete dinner 

sets by 

Schumann China Corp., + 
14 W. 23rd St., New York 


This is but one of many pat- 
terns designed especially for 
the jewelers. The coloring 
of the flowers in their nat- 
ural state is reproduced and 
embellished with gold. Open 
stock is carried in New 
York by the 

Rosenthal China Co., 149 

5th Ave. 
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The Leading Jewelers of America 


ReweSf 

have given ” \2Z China a great reception and Rosenthal China 
has given satisfaction and added to the prestige and pride of ownership 
to the jewelers and their customers. 


This is a record of which we are proud and our service to the trade 
has been greatly extended during the past six months. 


The result of our efforts in new decorations and shapes is now ready 


for your consideration. 

















ELLICE DU BARRY EVELYN 


Introducing the new “Ellice” and “Evelyn” on our Chippendale shape 
and the “Du Barry” a lovely French motif on our famous San Souci shape. 

These new patterns show all the beauty of proper floral and gold 
treatment on the beautiful background of Rosenthal’s world famous 
hard ivory china. 

Priced just as both you and your customers would like it. 

Full open stock at your service at all times. 

Drop us a line and we will gladly tell you all about it. 





Samples and illustrated pamphlets in color will be sent gladly upon request 


The Rosenthal China Corporation 


149-151 FIFTH AVE. L. E. HELLMANN, President NEW YORK 
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~ MOST PRACTICAL 
COCKTAIL MIXER 


HAWKES 





“MADRID” S-680 
(THE ORIGINAL CHURN MIXER) 


Made with unexcelled skill 


and of the purest crystal glass. 
Known as HAWKES QUALITY 


T. G. HAWKES & CO. 


Makers of Rock Crystal Glassware for 
as Witte Avon Over Half a Century 


542 Fifth Avenue 
ic C Offi 
Sei". Seve" CORNING, N. Y. 
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” Ind femmmcgilidaaeal 
Peaudtfud compachs...presend 


tHe TERRI-DEB 


VANITY 


COMPLETE / 














a NATURA L This new and unusual compact, 
ler pt quing bearing the nationally adver- 


tised Terri name, offers a 
unique sales appeal—it is 
priced so low that women will 
want it for themselves, and 
looks so costly that your cus- 
tomers will be proud to present 
it as a gift. 


Here, in the Terri-Deb Vanity 
Complete is every accessory to 
beauty, literally at a woman’s 
fingertips. Neat, efficient, 
smart, compactness—in green 
and silver combination, black 
and silver, red and silver and 
black and gold. 


—Rhodium Plate—also sterling 
Hand Brocaded—and 





TERR 


COSMETICS CORPORATION silver 
320 FIFTH AVENUB, NEW YORK OITY . : 
hand engine turned. 
































STANDARD REFILLS. 





Grane 


FINE WRITING PAPERS 
FOR THE JEWELER 


Z. & W. M. CRANE 


INCORPORATED 


DALTON, MASSACHUSETTS 
NEW YORK SALES ROOM, ONE PARK AVENUE 

















Fashion Clinic Studies Jewelry and Dress 
(From page 39) 


tion which the manufacturing jeweler has had in advance 
of the actual common adoption of that style; and then see 
how this information has proved not only basically correct, 
but usable in his line. 

Six months ago we forecast the probabilities of a big 
fashion season in true reds and browns for costume colors; 
four months ago we specified the actual tones of the colors 
which would be worn. The color card was issued, and 
the forecast today proves a reality. You may examine each 
manufacturer’s line, and you will see the definite results of 
his study of this color card in his merchandise. 

In April we forecast the coming fashion of the brooch, 
and gave the specific fashion reasons why it would become 
more popular than it was then. A society notice from the 
New York Times, dated Sept. 8, states very clearly that 
the brooch is today a fixed decoration in the fashionable 
wardrobe. 

At that time we urged the return to natural gold colored 
metals, since it was apparent that the trend to woolen 
fabrics in women’s dresses would demand natural gold; 
likewise the cheapening of the white metal jewelry had its 
results in a back to yellow metals. This trend, too, has 
proved a correct forecast, since women who cannot abso- 
lutely afford platinum are turning to real gold; others who 
buy inexpensive costume jewelry are finding the yellow 
metal a relief from the heavy aluminum and steel colored 
metals. 

Another most important point: Some time ago we fore- 
cast the change in necklace lengths ; we analyzed the situa- 
tion and came to the very clear conclusion that fall and 
winter necklines would see the short choker for evening 
wear in brilliants and for daytime wear in metals; and that 
the other smart necklace length would be the very long, 
impressive, heavy type of jewel. This, too, has proved to 
be absolutely correct. At the smartest retail jewelry stores 
you will see these trends taking effect. ‘They are just be- 
ginning to be felt in the lower priced lines. 

Now, what are you to do with all this fashion informa- 
tion? Obviously you do not have to change your entire 
stocks ; obviously you do not have to buy everything that 
is presented to you in the name of fashion. But, as Mr. 
Otis has brought out, there are some definite styles that 
are being felt in jewelry all the way down the line, from 
the most exquisite high-priced jewels down to the inexpen- 
sive versions of these same precious types. All you have 
to do is to recognize these definite style changes in jewelry, 
and then adapt your own merchandise to it at the price 
levels at which you can do your largest business. It’s as 
simple as all that! 





A Correction 


At the foot of page 33 in the August issue of THE 
JEWELERS’ CIRCULAR were illustrated three pieces of glass- 
ware from the Corning Glass Co.’s Steuben division. In 
the text matter it was stated that the middle piece in the 
picture retailed for $4, whereas it should have been $2.50. 





The Proctor Jewelry Co., Rocky Mount, N. C., is 
now situated in its new location at 149 S. Main St., 
following its removal from 112 S$. Washington St., where 
it had been located for a number of years. 
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BACCARAT 
GLASS 








We carry a number of patterns 
in Baccarat Glassware and are 
prepared to accept orders for 
matchings for any patterns 
formerly supplied by factory. 


Our stock of China and Glass- 
ware is complete and orders will 
receive prompt attention. 


PAULA. STRAUB & CO. 


105-107 Fifth Ave. at 18th St., New York 




















Statistics of Silverware and Silver Plated Ware 
in 1931 


WASHINGTON, D. C., Sept. 14, 1932.—The Bureau of 
the Census announces that, according to a preliminary 
tabulation of data collected in the Census of Manufac- 
tures taken in 1932, the value of silverware and plated 
ware produced in the United States in 1931 by estab- 
lishments engaged primarily in the manufacture of this 
class of products amounted to $42,579,739 (at f.o.b. fac- 
tory prices), a decrease of 45.6 per cent as compared with 
$78,235,046 reported for 1929, the last preceding census 
year. The more important items which contributed to 
the total for 1931 are as follows: Sterling silverware, 
$14,696,798 ; electro - silver - plated ware, $21,356,275; 
nickel-silver ware, $1,994,694; pewter ware, $3,277,644. 

This industry, as defined for census purposes, embraces 
establishments engaged wholly or principally in the man- 
ufacture of flatware, hollow ware, novelties, etc., of solid 
silver, of metal plated with silver, gold or other metal, 
of nickel-silver, or of pewter, except electrical household 
appliances (which are classified in the “Electrical ma- 
chinery, apparatus and supplies” industry). 

Statistics for 1931, with comparative figures for 1929, 
are given in the following tables. The figures for 1931 
are preliminary and subject to revision. 


1931 anv 1929 


Per cent of 


TABLE 1.—SUMMARY FOR THE INDUSTRY: 





1931 1929 decrease 
Number of establishments........ 156 179 —12.8 
Wage earners (average for the year) 10,914 15,735 —30.6 
MEE atieckedeekeeecns ames seas $12,535,458 $22,577,965 —44.5 
Cost of materials, fuel, and pur- 
chased electric energy.......... 11,354,692 26,885,693 —57.8 
Products, total value ........... 45,036,174 85,882,325 —47.6 
Silverware and plated ware.. 42,579,739 78,235,046 —45.6 
CHREY POUMRCID moo cts ce owe 2,456,435 7,647,279 —67.9 
Value added by manufacture...... 33,681,482 58,996,632 —42.9 


TABLE 2.—SILVERWARE AND PLATED WARE—PRODUCTION, BY CLASS AND 


VALUE; 1931 AND 1929 
[The figures for 1931 represent production; those for 1929 refer to sales 
(shipments or deliveries) by manufacturers. ] 























Class 1931 1929 
Silverware and plated ware made in all industries (1) $78,670,407 
Made in the “Silverware and plated ware” 

MOINES 656 Shove Seewscetieee~eseesiane $42,579,739 78,235,046 
Made as_ secondary products in _ other 

CED bio eis dbs eecheconseeeeeones (1) 435,361 

Silverware (sterling); tital..<..0.6.<ssscs000: 14,696,798 26,167,556 
Flatware (including cutlery)............. 7,472,826 11,254,910 
Hollow ware, except electrical household 

RE rr rer rere 5,526,287 10,432,147 
Novelties, except. electrical household ap- 

WE Feet neh i iaes cswecednenanen 625,804 1,241,315 
WO WN tee 6 a ecicaccccdiodccaceds 576,116. - 1,749,957 
Other sterling-silver articles.............. 495,765 1,489,227 

Electro-silver-plated ware, total............... 21,356,275 °44,623,305 
Flatware (including cutlery), total......... 15,469,230 - 29,772.127 
MND DARIEN io bee acc 66s hice cwatows 1,529,573 2,679,941 
Commercial patterns ................ 13,939,657 27,092,186 

Hollow ware, except electrical household 
SG GREE 5 ok soe co oo eweecne cers 4.867.333 11,644.390 
ee en oo 1,638,387 2,522,418 
ee a ee 3,228;946 ~§ 9.121,972 
Teset Ware NOVGHIER. 6 5 6 osc kc cccecs cece 608,502 1,286,942 
ee pe Aa re ee nen 411,210 1,919,846 

Other plated ware (except electrical household 

II dered eh aie cs: oo te6 Cae eee hee 1,254,328 (3) 

Nickel-silver ware .......c0ccccccccccccccccce 1,994,694 4,941,305 
OME WE WERE. ou 6) .ckc sis Coos oikinw sualeeenc 3,277,644 2,938,241 
Hollow WEEE «dad tithe eee sc OReV eo bends 2,905,778 2,642,202 
Lo ee eee eee ee 371,866 296,039 
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Punty design 
vase with hol- 
low stem, 


QUALITY 


comes into 


EVERYDAY USE 


with resulting turnover and’ 
profit increase for you ° 


ODAY, Steuben becomes an article of 

everyday use. Steuben prices, now radically 
reduced, place Steuben Crystal well within 
the reach of those who have been buying 
mould-blown or pressed glassware. 

These new low prices alone are bound to give 
new incentive to your Steuben sales. And when you 
consider the fresh styles, designed by a famous 
artist . . . the full-page national advertising cam- 
paign in leading magazines . you'll quickly 
realize that Steuben Crystal is a definite answer 
to the question, “How can I free my glassware 
department from today’s cutthroat competition?” 

You are invited to pay a visit to our New York 
showroom, 501 Fifth Avenue, where this brilliant 
new Steuben line is on permanent display. Steuben 
Division of Corning Glass Works, Corning, N. Y. 


crystal 


Saint Tropez 
design, goblet, 
highball glass, 
and old-fash- 
toned glass 
with frosted 
etching. 
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The Patrpoint Corporation, sew wBevtor, sass. 


43-47 West 23rd St., - - New York City 





NEWCASTLE PATTERN 


SILVERPLATE of QUALITY is always in demand, especially the Old English reproductions. Our Newcastle 
pattern features the Gadroon Border, which came into fashion in England at the end of the Seventeenth Century. 
This pattern has beauty, simplicity and quality at a moderate price. Write Now for Prices. 


150 Post St., - . San Francisco 































JEWELERS! 


Don’t let this bird slip through your hands 
without getting some benefit from it. These 
Brandy Inhalers and glasses both come in 
Blue, Green or Rose with crystal stems as well 
as all crystal—all at very low prices. Manu- 
factured, imported and stocked by 


F. PAVEL & CO. 
15 West 37th Street 
New York, N. Y. 


Representatives 


J. W. Bakster, Inc., Suite 1511, Merchandise Mart, Chicago, III. 
W. F. R. Turner, 437 So. Kenmore Ave., Los Angeles, Cal. 
E. Wanda Baker, Room 545, 225 Fifth Ave., New York City 


Send for latest illustrated leaflets. 








NEAR Zor JEWELRY CENTER | 


Select, quiet, luxurious —/NEXPENSIVE 


Ideal as headquarters for the jewelry and kindred 
trades. Near business centers, theatres, smart 
shops. 801 rooms, each with private bath (tub and 
shower), mirrored doors, circulating ice water, etc. 


RATES For one person—$3.50, 4, 5, 6, 7 
For 2 persons—add one dollar, any room 
Suites (parlor & bedroom) —$9, $10, $12 


Direct subway line to Maiden Lane district from 
Grand Central Terminal, 
nearby. (See map.) 
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AMERICAN JEWELERS.. | 
PROTECTIVE ASSOCIATIONS 
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MADISON AVE.-j 
PARK AVE 



























































LEXINGTON 


LEXINGTON AVE.AT48™-ST. NEW YORK CITY. 
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Satisfactory Results 


in an auction sale are assured if cohducted by a man who uses 
only ethical business methods and has a thorough knowl- 
edge of merchandise. 
























Many years of successful selling of jewelry store merchan- 
dise in many of the best stores of the country gives me this 
knowledge and experience as hundreds of leading merchants 
will testify. 


Just completed my third sale for W. J. FRANK CO., 61 
years established in Akron, Ohio. Other recent sales are 
KING & EISELE CO., well known wholesale house of 
Buffalo, N. Y.; W. C. DEAN, Oklahoma City, Okla.; and 
J. M. McEMPEE & SONS, Muskogee, Okla. Write 
to these and I will furnish many other nationally known ref- 
erences if desired. 





If you want to reduce-stock, raise ready cash, or close out 
your stock, write or wire 


MAYNARD LEVY 
CHICAGO 










MAYNARD LEVY 
404 South Wells St. 


Second Floor 























| Watchmakers, Jewelry Repairmen, 
ATTENTION $| nd for this 


important handbook 


Would you like to have a complete course in 
Handbook 


esting subject? Theo. Gribi gives an ex- 
haustive treatment of the governing laws and 
the most practical methods in his book, By John G. Replinger 
“PRACTICAL COURSE IN ADJUST- 


Gives a complete explanation of the methods em- 


ING.” Over 200 pages including many plates, 
tables, and charts. Invaluable information. A 
complete coverage of the subject by a master 
workman—practical rather than purely tech- 
nical. 


ployed in the large up-to-date repair shops—in- 
cluding chapters on Tools; Chemicals, Tables and 
Recipes; Assaying; Making Rings; Repairing; 
Stone Setting; Cleaning; Polishing; Finishing, 
etc., etc. 





Includes many valuable time and money-saving methods, 


Convenient size, nicely bound. Price $1.50. idven and ceoen:, Ce Saal 


The Jewelers’ Circular 


239 West 39th Street 
New York, N. Y. 












































Selected Gifts for 


DOAN 









Early selection of want- 
able items to be sold for 
Christmas gifts increases 
your selling opportunities 





" ; ; . This tart: boat and s i 
This new and unusual Terri-Deb com- dur Ing the buying period bene for tthe Genbeiaatinen bomen i 
pact offers a unique sales appeal. It is of the holidays the Watson Co., Attleboro. The dish 
sure to appeal to discriminating buyers. ‘ ; and spoon retail for $12.50. 
Offered by Terri reeette Corporation, Study the ma ny items 
New York. 


illustrated on these pages 
as possible merchandise 
to attract trade to your 
store, where ‘‘Early Christ- 
mas Shopping” becomes 
more than just an empty 
phrase. A wide variety of 
articles with freshness and 
value will stimulate your 
holiday business. 







Here is a birth flower ring by Larter & 
Sons, Newark. This one is for the Oc- 
tober maid. Her flower is the cosmos. 


Here is a class ring made by the Ostby 
& Barton Co., Providence. The emblem 
is pegged on genuine black onyx. Re- 
tails for approximately $12. 













ba ed eS 







EI Bernice electric mantel clock has a 
genuine mahogany or walnut finish case 


: 5 This Ronson desk lighter is just the 
poy sy 48 edge a _ One of the many distinctive articles in thing for a man’s den. It is ball shaped 


. the line of gold and silver lighters and and comes in black and red and black 
Forestville, Conn. pen and pencil sets, made by William and chromium finishes. 
S. Hicks’ Sons, Newark, which are so 
appropriate for Christmas gifts. 












THE JEWELERS’ CIRCULAR 
for October, 1932 















Christmas Selling 


ONAN A eins 





The New Fiddle Thread sterling table 

ware pattern introduced by Frank W. 

Smith, Inc., Gardner, Mass., merits 
general approval. 





This buckle and tie clip set made by 

Walter E. Hayward Co., Attleboro, is 

an ideal man’s gift. In gift boxes, they 
retail from $5 to $7 


Of the many items made for men by 

the Saart Bros. Co., Attleboro, in the 

price range of $4.50 to $15 retail, are 
these military and club sets. 






This New Haven-Westinghouse belongs 


to the Midget group. It is in a beau- The “Melville” electric alarm clock, 


tiful little case of catalin stone with odd 4-4-4) ks a product of the William L. Gilbert 
ebonized wood base. Retail price, No. Clock Co., Winsted, offers a design of 
1 Timepiece $5. No. 2 Alarm $6. subdued modernism in a contrasting 


black and nickel finish. It has a three 
inch metal dial with modernistic hands. 


eS 








Here is a new bracelet made in the 
A & Z Chain Co. factory, Providence. 






This string of graduated genuine These appreciated gifts retail from 

pearls, cultivated, about 17 inches This striking bit of jade is in a gold $2.50 to $7.50. They are made in 

long, is shown by K. Mikimoto, New ring and is from the house of Walter chromium, sterling silver (rhodium 
York. It retails for $35. Lampl, New York. Others are of tur- plated) and gold filled. 






quoise and other colored stones. 
Retails for $5. 
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Baby Nursery Rhyme Cup in Tudor 

Plate illustrating Little Tommy Tucker. 

This is one of a series of six such cups 

available for gift items. These cups re- 
tail for 75 cents each. 


A sterling silver stamp box is always 
useful. This one made by the Watson 
& Briggs Co., Attleboro, is an excellent 


These sterling silver novelty napkin 
rings are the product of the Manches- 
ter Silver Co., Providence. Retail price 


a i. ti ' $1.75, in a kiddie box. 


Here are answers to 
the ever perplexing 
Problem— 

“What can | give 


for Christmas ?” 


This silver and enamel vanity case for 
loose powder was made by Carter 
b - ar Gough & Co., Newark. It may be had 
This new “Brandyette” for individual in plain silver or silver and enamel. 
table service is offered by F. Pavel & Retail prices range from $12 to $30. 
Co., New York. It comes in blue, rose, 

green or crystal. 


eS 


What feminine heart would fail to 
flutter, when presented with a Christ- 
mas gift of this styleful 20/o fifteen 
jewel Elgin, cased in attractive yellow 
gold with band to match. It retails 


at $45.00. 


This delightful ensemble is sure to 

meet with consumer praise. They are 
Hand - engraved sterling silver belt made of 10 per cent iridium platinum 
buckle and tie holder set made by C. and 18K white gold — and of course 
A. Marsh & Co., Attleboro. Set illus- they are moderately priced by the Bris- 
trated in velvet gift box retails for $6. tol Seamless Ring Co., New York. 
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| Christmas Selling 
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During the holidays and through the 

years this lovely Ingraham self-starting 

synchronus motor clock will recall the 

most timely of all Christmas gifts. A 

rich walnut case will add beauty to any 

room. Many will want this gift which 
has a list price of $12.78. 








A mayonnaise bowl, tray and old French 
mayonnaise ladle, in sterling, will make 
a gift of such practical usefulness 
especially since home entertainment 
has become the center-piece of social 
life. It’s Gorham sterling, priced for 
the complete set, $30 at retail. 





In this new pepper and salt cellar 

known as “Pepsal” the Imperial Metal 

Mfg. Co., New York, is offering a 

brand new item sure to find a place on 

many tables. Ideal for a bridge prize. 
Retails for $1.00. 
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Here is quite the appropriate gift for a 

gentleman submitted by Jerome Rich- 

heimer as a wonderful value to retail 

at $325—a ten karat star sapphire of 

beautiful color set in platinum with 
two pentagon diamonds. 


The figures on this dainty Pennwood 
clock change every sixty seconds. 
Time reading is now as easy for a 


small child as for an adult. Made by ' 


Pennwood Clock Corporation, Pitts- 
burgh, Pa. Retail price $22.50. 





Now comes the latest fad from Paris, 

the Sweetheart’s Eye ring. F. H. Noble 

& Co., Chicago, offer it mounted in 

sterling silver, Just select the color 
to match friend’s eye. 


SS 
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Here is a way for customers to say 

Merry Christmas thriftily and delight- 

fully with this Courtier set for men. 

It is made by the sterling silver division 

of the International Silver Co. Retails 
for $7.50 with case. 








This new electric boudoir clock in the 
Ingersoll-Waterbury line is carefully 
designed and priced to take advantage 
of the strong trend toward quality. 
Furnished in unusual off-tint pastel 
colors with brilliant chromium trim. 
Silent synchronous alarm movement. 
Priced to retail at $3.50. 
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HICKS 
pencil 
and fen 


Jewelers seeking a suitable back- 
ground of character to reflect 
the quality of all their mer- 
chandise will do well to feature 
Hicks’ Pens and Pencils. A 
variety of beautiful designs is 
offered in a price range that 
assures permanent value to the 
user, full profit to the merchant. 
Made in gold, silver and plate. 
Inquiries by jewelers are invited. 


W 
EST. 4 1837 
S 


WILLIAM S. HICKS’ SONS 


10 AUSTIN STREET 


NEWARK, N. J. 
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Retail Jewelers Gather at Boston 


Many Excellent Addresses Mark Twenty-Seventh Annual Con- 
vention of the American National Retail Jewelers’ Association— 
Small Attendance and Few Exhibits—Officers Re-Elected 


Boston, Sept. 16.—The 27th annual 
convention of the American National Re- 
tail Jewelers’ Association, which closed 
last night at the banquet held at the Hotel 
Statler, went down in history as neither 
the best nor the poorest held by the asso- 
ciation. From the standpoint of pro- 
gram and general interest, the convention 
stood high, but from the standpoint of 
the number of exhibits, registration and 
even attendance it came close to the low 
water mark in these affairs. A large 
number of people who attended did not 
register and many of those who did gave 
little time to the sessions. ‘The high point 
in attendance was at the session Wednes- 
day evening during the lecture on show 
window decorations and the style clinic, 
when about 350 jewelers, their wives and 
employees filled the ballroom. The low 
point was at the beginning and the end 
of the sessions. 

It must be remembered, however, that 
the convention was affected by a condi- 
tion in the jewelry trade which prevented 
people from spending money on traveling 
and even instruction, and in addition 
there were no political complications 
within the organization, no contests or 
any factors to arouse partisan feeling. 

The ticket elected shows little change 
from that of the last administration. 
Vice-President Wm. D. McNeil of W. B. 
Wilcox Co., Utica, who has been acting 
president since the death of President 
Lilley, was elected to the head of the 
organization and to succeed him as re- 
gional vice-president in charge of this 
district Arthur J. Sundlun of A. Kahn, 
Inc., was chosen. Henry F. Stecher, Mil- 
waukee, was re-elected as vice-president 
of the Central Region; Tinley L. Combs, 
Omaha, vice-president of the Northwest- 
ern Region; Arthur A. Keene, Salem, 
Ore., vice-president of the Pacific Region, 
and Myron Everts of Arthur A. Everts 
Co., Dallas, vice-president of the South- 
western Region. William G. Frasier of 
Jones & Frasier Co., Durham, will have 
charge of the Southeastern Region. 
Charles T. Evans was again elected sec- 
retary and A. W. Anderson as treasurer. 

The place of the next meeting was not 
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decided on, though invitations were re- 
ceived from various cities. ~ 


Monday Sessions 


The usual meeting of the executive 
committee was held Monday morning, but 
the afternoon from 2 to 5 was devoted to 
a conference of the committee with the 


William D. McNeil, President-Elect 


State officers, the session being held in 
the hall on the mezzanine floor of the 
Statler, with former President William 
G. Frasier presiding. Among _ the 
speakers were: E. M. Baringer, chair- 
man of the Membership Committee; L. M. 
Campbell, president of the New York 
State Association; W. L. Pickett, presi- 
dent of the New Hampshire Retail 
Jewelers’ Association; Raymond Hay, 
president of the Ohio Retail Jewelers’ 
Association; Arthur C. Hentschel, presi- 
dent of the Wisconsin Association; Don 
H. Johnson, president of the Connecticut 
Association; Alvin Magnon, secretary of 
the Florida Jewelers’ Association; Mr. 
Phesay of New York, president of the 
Executive Board of the New York City 
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Association, and Louis Smith, president 
of the Massachusetts Jewelers’ Associ- 
ation. Vice-President Henry F. Stecher 
spoke on the subject of the Mutual Fire 
Insurance Co. and William Walsh, presi- 
dent of the New Jersey Association, told 
of the work being done in that State. 


Monday Evening 


The convention proper opened Monday 
evening instead of the usual Tuesday 
morning with an address of welcome on 
behalf of the city of Boston given by 
Acting Mayor Gallagher, who not only 
told of the feature of the “Hub” that 
would be of interest to the retailers at- 
tending, but added some interesting re- 
marks showing that he appreciated the 
troubles of the jewelry industry as it ex- 
ists today. He ended by issuing an in- 
vitation to any of the delegates whom he 
could personally serve to visit him at 
the mayor’s office and he would extend 
every courtesy that lies within his power. 


In his address of welcome Stephen H. 
Garner, president of the New England 
Manufacturing Jewelers and Silversmiths’ 
Association, began by paying his re- 
spects to the memory of the late Presi- 
dent Edwin F. Lilley and offering his 
sympathy to the association for his loss. 

After extending the greetings of the 
New England Manufacturing Jewelers’ 
and Silversmiths’ Association, he gave a 
brief history of the conditions in the 
jewelry industry as they exist today and 
the reason for the multifarious lines of 
jewelry which have been turned out by 
the different manufacturers. He ended 
by telling of the effect of style upon 
jewelry and the work of the New England 
jewelers in organizing a style committee 
to make an extensive study of the effect 
of style and fashion to anticipate and 
meet the demand for proper jewelry lines 
that are appropriate to fashions as they 
change. 

Another address of welcome was made 
by President Smith of the Massachusetts 
Retail Jewelers’ Association, as well as a 
letter of welcome from William L. Stone, 
president of the Boston Jewelers’ Club. 

The response to these addresses of wel- 
come was ably handled by Vice-President 
Combs, who paid a tribute to Boston as 
the center of historical interest, of cul- 
ture and of education. He then discussed 
conditions in the jewelry trade, saying 
that retailers “want to enlist the energy 
of those wholesalers and manufacturers 
who want to put their hands to our backs 
and keep us in business.” 


Acting President McNeil’s address 














which followed was brief and to the 
point, and in the course of it he paid high 
tribute to the work and character of the 
late President Lilley, asking the members 
to stand in silence for a moment in honor 
of their deceased executive. He stressed 
two things close to former President 
Lilley’s heart. One the formation of an 
intertrade council, which he hoped would 
be accomplished, and the other Mr. 
Lilley’s very strong opinion that the great- 
est benefit that the association can give 
its members is by remaining an associ- 
ation of, by and for retail jewelers, self- 
built, self-sustained and self-managed. 

Mr. McNeil spoke of the 27 years’ work 
of the A. N. R. J. A., saying that worth- 
while history had been made in all those 
years. Mistakes have been made, costly 
ones, but, on the other hand, the jewelry 
business all over the country has gained 
greatly by reason of the existence of this 
time-tested organization. He stressed the 
necessity of increased membership and in- 
creased revenue as necessary to perform 
the functions that the organization is 
in duty bound to carry on. 

Following this came the reports of the 
regional vice-presidents. Vice-President 
Keene of the Pacific Region was not 
present, nor was Myron Everts of the 
Texas-Southwestern Region, whose report 
was read. Tinley L. Combs of the 
Northwestern Region gave a short verbal 
report that was not very encouraging, 
but that of Henry Stecher of the Central 
Region was distinctly so. Among others 
who reported were Acting President Mc- 
Neil, who told of the activities of the 
Northeastern Region and his omission to 
tell how good the New York convention 
was was a subject of considerable humor, 
comment and badinage. 

The session closed with a report of 
Secretary Evans, which went into detail 
as to the activities of the organization 
during the past year, beginning with the 
seven definite objectives outlined by for- 
mer President Lilley at the Detroit con- 
vention and what had been done in each 
line. These were: 


1. A proper sustained membership. 

2. The elimination of the wholesaling 
retailer and catalog houses. 

3. The fight against fraudulent adver- 
tising. 

4. Promotion of an intertrade relations 
council. 

5. The fight against sales taxes. 

6. The contemplated merchandise sur- 
veys. 

7. The application of the facts obtained 


by the organization’s survey of the 
jewelry trade for further research work. 

Secretary Evans went in detail as to 
the accomplishment of the organization 
in a fight against the wholesaling re- 
tailer, telling of the proceedings brought 
before the Federal Trade Commission 
and the case now pending against the 
New York house. He also went into de- 
tail in regard to what the organization 
_had been able to do in the tax fight and 
its cooperation with the general tax com- 
mittee. 

Much of the report was given to the 
question of financing various activities 
and the difficulties in obtaining the dues 





of the membership of the State associ- 
ations. 


Tuesday 


The real business of the convention began 
at Tuesday morning’s session with a most 
interesting address on the question of 
“Charting a Course for the Retail 
Jeweler” by Prof. Carl N. Schmalz, as- 
sistant director of the Bureau of Business 
Research, Harvard University. Prof. 
Schmalz likened the merchant’s business 
to running a ship, claiming that it could 
not be successful unless the captain knew 
where he was going to or charted his 
course and was able to navigate properly. 

Prof. Schmalz was followed by Arthur 
D. Anderson, editor of the Boot and Shoe 
Recorder, who laid down a keynote for 
the convention on “Static vs. Dynamic 
Inventory,” in which he gave a brief 
summary of vital business problems of 
today with suggestions for business men. 
The most interesting part of his address 
was his report that inventories of indus- 
tries all over the world were at a low 
point today; also his summary of the 
theory of Prof. Moriarity of London that 
we are now entering into a new economic 
period where expenses of government are 
taken from the consumer, and, conse- 
quently, economic development tended to 
preserve the consumer’s health, wealth 
and happiness. 

G. H. Niemeyer, chairman of the 
Special Tax Committee of the jewelry 
trade, closed the morning session with an 
address on taxes in which he told of the 
work that the Tax Committee had done 
and incidentally touched on some of the 
work of the Jewelers’. Security Alliance. 


Tuesday Afternoon 


Tuesday afternoon’s session was opened 
by Wilson A. Streeter, chairman of the 
Legislative Committee of the organiza- 
tion, who gave an interesting report of 
the activities of the A. N. R. J. A. on 
legislative matters. He dwelt particu- 
larly on the great work that they were 
doing in fighting the wholesaling retailer; 
told in detail of the proceedings brought 
against a New York wholesaler and how 
they had had the Federal Trade Com- 
mission issue a complaint on the basis of 
unfair competition. He paid high tribute 
to the officers who had worked up the 
case and explained that the evidence in 
the case was being taken in Boston at the 
time and arranged with a larger number 
of retailers and others to attend these 
proceedings before the Federal Trade 
Commission, which had been transferred 
temporarily to Boston in order to get the 
evidence of the many jewelers who at- 
tended the convention. 

President Campbell of the New York 
State Retail Jewelers’ Association fol- 
lowed with a most interesting address 
on “Lessons from the Recent Department 
of Commerce Studies,’ illustrated with 
charts, along the line of the article by 
him in the last issue of THE JEWELERS’ 
CircuLar. Then John Drake, secretary 
of the National Jewelers’ Publicity Asso- 
ciation, told of the work that organiza- 
tion had done in the past year on offen- 
sive and defensive publicity. 

The afternoon session was brought to a 
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close with an address by Charles P, 
Coster of Rochester, N. Y., on “Star 
Boarders,’ in which he compared old 
stock to the star boarder who did not 
pay his way. This “star boarder” mer- 
chandise, he showed, ate up all the profits 
of the business. He began by stating 
that “we squandered our way into this 
depression, but we cannot squander our 
way out of it.” But he showed that new 
ideas and better selling methods are com- 
ing in. Stocks are smaller and the 
jewelers are getting a quicker turnover. 
His address was also illustrated with 
charts and cartoons and was listened to 
with the deepest of interest. 
This ended the afternoon’s session. 


Wednesday 


Wednesday might be termed the big 
day of the convention, first, because it 
had sessions morning, afternoon and 
evening, and, second, because at these 
sessions some of the most important, in- 
teresting and constructive addresses ever 
given at a convention were enjoyed. It 
is regrettable that at the early session 
little more than 30 attended at the begin- 
ning, though the room filled up as time 
went on. But this was made up in part 
in the evening session, in which the Bos- 
ton jewelers and their wives, as well as 
a number of Massachusetts jewelers who 
had closed their stores for the afternoon, 
helped to fill the ballroom. 


After some preliminary reports started 
the morning’s activities, T. A. Potter, the 
new president of the Elgin Watch Co., 
talked on the “Observations of an Out- 
sider,” and said that though he had yet 
to learn much about the watch business, 
he believed that the merchandising of 
watches in principle was not different 
from merchandising of any other product. 
He admitted he found questions baffling 
to him, particularly when he considered 
that in his former business 40 per cent 
of the total was on sight draft basis, 60 
per cent on 30-day notes and that the 
time that elapsed between the conversion 
of the raw materials to the consumer of 
the product averaged about 90 days. 
This bore very little relation to the con- 
ditions in the watch trade. 

The worst problem in the watch busi- 
ness, he said, appears to be the giving 
away of profits—legitimate and necessary 
profits by both wholesaler and retailer. 
To live, every business, big or small, 
must make a profit. The retail jeweler, 
the manufacturer and distributor must 
educate the public to realize that a good 


‘watch costs good money. 


Speaking of the changed conditions, 
he said that confidence is returning and 
that while he did not believe or expect 
“the circus days” that we had five or 
six years ago, we will see a gradual im- 
provement in confidence and may expect 
that a reasonable volume of new watches 
will be sold in the coming season. 

Mr. Potter explained the conditions the 
Elgin company had to face, what it was 
doing to meet them and stabilize prices. 
His remarks about the carrying of “junk” 
are quoted more fully in another calumn. 

James V. Toner, president of Saart 

(Turn to page 81) 
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Bros. Co., the next speaker, in giving the 
“Observations of a Manufacturer” stated 
that manufacturers and wholesalers are 
partners with retailers, but lately they 
have been partners sharing losses only. 
He said that the reduction in prices of 
25 per cent meant reduced purchasing 
power for all engaged in these industries 
and that our problem was to revamp our 
business to meet reduced sales volume 
and still make a profit. 

Mr. Toner then went into detail as to 
the financial conditions of the jewelry 
business and retail jewelers and gave a 
typical profit and loss statement of a firm 
whose books he had gone over, showing 
the figures for the years ended July 31, 
1931 and 1932, analyzing these to show 
where the trouble lay. With this man, 
to whom he gave the fictitious name of 
“I, M. Worried,” he showed what should 
be a proper profit and loss statement for 
1932 and then on this prepared what 
should be a statement for 1933, showing 
how the various items should be reduced 
to make a gross profit on an estimate of 
sales volume. 

Too many of us in business, he said, 
“have been walking backward looking 
where we have been, instead of walking 
forward looking where we are going.” 

Then followed one of the most as- 
tounding and dynamic addresses of the 
convention. It was delivered by A. T. 
Simonds, president of the Simonds Saw & 
Steel Co., was headed .“Can Business 
Be Forecast?’ and was illustrated with 
charts that brought home vividly the 
trend in business since the early part of 
the last century. Mr. Simonds’ remarks 
are dealt with more fully on pages 34 
and 35. 

A brief address on “National Economy” 
by Carl P. Dennett of the Massachusetts 
Committee of the National Economy 
League ended the morning session. 


Wednesday Afternoon 


The proceedings of the afternoon were 
started by a report of Vice-President 
Frasier for the Finance Committee, tell- 
ing of the necessity of increasing the 
finances of the association and what had 
been done in this regard. Mr. Frasier 
was followed by Howard L. Carpenter of 
the Albert Walker Co., who gave one of 
his inimitable addresses upon the troubles 
of the jeweler-manufacturer, wholesaler 
and retailer, in which he combined humor 
and philosophy in a way that only he can. 

The address was entitled “Tubal Cain’s 
Troubles,” and purported to be an authen- 
tic report of the business difficulties en- 
countered by this early smith of biblical 
history. In this Mr. Carpenter, follow- 
ing the language of a bible story, worked 
in all the problems that beset the whole- 

“saler and retailer of today. 

In the next address, entitled “Around 
the Bend,” Paul W. Monohon, sales man- 
ager of the Watson Co., gave important 
advice to the assembled members based 
on facts which he had gathered in a 
careful study of the business and busi- 
ness methods of his customers in various 
part of the country. 
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He explained the inability of the 
jeweler to follow the tactics of the de- 
partment store to get the jewelry busi- 
ness, for he said conditions were not the 
same. It is not the same impulse that 
brings the customer into the department 
store that brings him into the jewelry 
store. Ninety per cent of the jewelry 
store sales result from the gift impulse, 
while pride in the gift is another motive. 
The department store does not have to 
depend on the gift impulse. 

Mr. Monohon said that there was a 
virgin field in the sale of sterling that 
could be developed. He also told how 
the jeweler could attract the gift impulse 
by methods to create business. 


An address on “Credit” by J. Victor 
Day, assistant treasurer of the Smith- 
Patterson Co. and president of the Bos- 
ton Association of Credit Men, brought 
the afternoon’s session to a close. 


Wednesday Evening 


The evening session in the grand ball- 
room of the hotel had been looked for- 
ward to with a great deal of interest and 
long before 8 p. m., when the proceed- 
ings were scheduled to start, the seats 
rapidly filled up not only with local and 
out-of-town jewelers, their wives and em- 
ployees, but with a large delegation of 
manufacturers and designers. The pro- 
ceedings started promptly and before the 
first speaker had gotten into her address 
every seat in the large hall was taken. 


The first speaker, Mrs. Polly Pettit, 
of the Black, Starr, Frost-Gorham Co., 
New York, delivered an address on win- 
dow trimming, demonstrating her points 
by trimming windows upon the stage, 
most of these being windows that have 
already proved great drawing cards in 
New York. She told how she got her in- 
spiration for her subjects and showed in 
detail the various draperies, flowers and 
other articles used to bring out the ef- 
fects, describing windows featuring 
jewels of various kinds, silverware and 
other articles, even thimbles. 


Some of the many points brought out by 
Mrs. Pettit’s address on window displays 
are given in detail on pages 32 and 33 
of this issue. At the end of her address 
Mrs. Pettit was given an ovation and 
after the session was over was inundated 
with questions by people who had been 
inspired by her remarks. 


The Style Clinic 


Following Mrs. Pettit’s address came 
one of the big features of the convention, 
the great style clinic in charge of the 
Style Committee of the A. N. R. J. A,, 
and in charge of Chairman James King- 
man of Boston and Vice-Chairman Wil- 
liam G. Thurber of Providence. 


The first address of the clinic was on 
social stationery by a representative of 
Z. & M. W. Crane, Inc. He was followed 
by an address on silverware by H. E. 
Nock, vice-president of the Towle Mfg. 
Co. of Newburyport, who not only went 
deeply into the question of style in silver- 
ware, but showed the various art move- 
ments, and illustrated his remarks by ex- 
amples of silverware made by the lead- 
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ing manufacturers of the country. Mr. 
Nock, who is an authority on silverware 
designing, gave a vast amount of infor- 
mation and was listened to with the 
deepest of interest. 

But the great feature of the clinic and 
the one on which it practically revolved 
came in the next two addresses on cos- 
tume jewelry. Edward O. Otis, the ex- 
ecutive secretary of the New England 
Manufacturing Jewelers’ and _ Silver- 
smiths’ Association, explained in detail 
the campaign on which the New England 
manufacturers had been working for 
many months to “style” their jewelry in 
a way that would meet the demand of 
the women of the country by making it 
appropriate to the changes in fashion and 
gowns and silhouette as well as in color 
as they became popular in Paris and 
spread all over the world. He told how 
they had appointed Miss Jane Ellis, New 
York stylist, to keep them informed as to 
the movements and trends in styles and 
fashion and how the manufacturers had 
responded in making the jewelry that 
would be appropriate to these trends. 

Miss Ellis, whose address closed the 
meeting, held her audience in the grip 
of interest while she explained the origin 
of styles, the style movement, the trend 
in colors, and showed examples of the 
various fabrics now coming in vogue and 
the proper jewelry that goes with them. 
She exhibited a chart showing the rela- 
tion of fabric, color, neckline and the 
different articles of jewelry appropriate 
thereto, in gowns for street, for sports, 
for afternoon wear and evening wear. 
Copies of the chart were circulated in 
the audience and it is reproduced in an- 
other part of this issue in connection with 
the text of some the salient points of Miss 
Ellis’ address. 

Although the hour ran close to mid- 
night before the session was fully over, 
most of the audience stayed until the very 
last minute to get the information from 
the speakers and many were the con- 
gratulations given to the chairman, to 
Mr. Otis and others connected with the 
affair on the success of this clinic. 


Thursday 


Thursday, the final day of the conven- 
tion, also had a program of subjects of 
deep interest. It opened with a report 
by Percy K. Loud, chairman of the In- 
surance Committee, which was read by 
Secretary Evans, and this was followed 
by an address by Leroy D. Peavey, presi- 
dent of Babson’s Statistical Organization, 
analyzing the present situation and the 
present trend of business. 

According to the speaker, we are com- 
ing out of the depression and we should 
have much better business during the fall 
and normal business by 1934. The credit 
situation, he showed, was greatly im- 
proved and from an analysis of the con- 
ditions in the financial world he looked 
for an end of bank failures. He stressed 
the point that the election would have no 
marked effect or bearing on the upturn 
in business. No matter which candidate 
is chosen, he felt business would continue 
to advance. 

Installment selling, artificially fostered 
beyond the normal point in past years, 











he said, was largely responsible for the 
acuteness of our troubles, though, of 
course, not responsible for the depression. 
The business low point, he said, was the 
same as in 1911. 

Altogether his address left the assem- 
bled jewelers much encouraged as to the 
outlook. 

After an address on “Profit from Fig- 
ure,” by H. Russell Cort, Marketing Di- 
vision of the Department of Commerce, 
Felix H. Levy, counsel for the A. N. R. 
J. A., made a most virile talk on retail- 
ing-wholesaler and told in detail of the 
fight conducted by the National association 
in which he has sought to irradicate this 
evil. 

Mr. Levy’s address stirred the audi- 
ence. He is a dynamic personality and 
he brought out in detail the various points 
in the fight against the wholesaling re- 
tailer in a way that went home. He read 
and explained in full the complaint which, 
on the organization’s instigation, had been 
filed by the Federal Trade Commission 
against a New York house, bringing out, 
point by point, its essential features and 
making clear without legal verbiage the 
theory on which the complaint had been 
evolved on the lines of protection to the 
public. He told of the evidence that had 
already been brought out at a hearing in 
New York and that which was being 
brought out at the hearing in Boston, 
urging the jewelers present who would 
properly act as witnesses to attend the 
session of the trial there. 


Mr. Levy stressed the point that he had 
made at conventions many times, that the 
solution of many of the evils of the trade 
lie within the province of our manufac- 
turers to correct. They can and will be 
corrected if the manufacturer understands 
his rights under the law and shows a 
willingness to protect his customer within 
these legal rights. In this fight on the 
retailing-wholesaler, the counsel said, the 
support of all legitimate manufacturers 
should be given to the A. N. R. J. 
He urged that all manufacturers who 
have not yet responded to the call for 
help in this do so, for in this suit, he 
said, every legitimate manufacturer who 
seeks to protect his main outlet is inter- 
ested practically as a plaintiff. 

Mr. Levy gave high praise not only 
to the Federal Trade Commission, but to 
the members of the staff working on this 
case for their ability and their inde- 
fatigable energy in digging out the facts. 
For, he said, they regard his case as one 
of momentous importance to the people 
of the country at large. As far as busi- 
ness was concerned, he said, that never 
in the existence of the industry has a 
case of so great importance been brought 
up for determination. 


Mr. Levy’s remarks closed the morn- 
ing’s session and during the morning and 
early afternoon many jewelers visited 
the Young building, where the Federal 
Trade Commission’s case was on trial 
and gave testimony bearing on the ques- 
tion of wholesaling retailing. 


Thursday Afternoon 


At the final business session, Thursday 
afternoon, only delegates to the conven- 





tion and members of the organization in 

good standing were permitted to attend. 

It was a closed session, the program be- 

ing as follows: 

Report of Committees — Capper-Kelly Bill — 
A. W. Anderson, Chairman, Neenah, Wis., 
Watch Inspection Committee, W. L. Jones, 


Martinsburg, W. Va., Transportation Com- 
mittee—I. J. C. Holland, San Angelo, Tex. 


Report of Treasurer, A. W. Anderson, Neenah, 
is. 
Credentials Committee: Don H. Johnson, Chair- 
man, Middletown, Conn. 


Resolution Committee: Tinley L. Combs, Chair- 
man, Omaha, Neb. (Ample time will be given 
to the consideration of each resolution). 

Election of Officers: 

Louis S. Smith, President, Massachusetts, Assn., 
presiding. 

Report of Nominating Committee: 


Each officer elected separately and by ballot— 
Acredited Delegates voting and casting the 
vote to which their state is entitled, based 
on one vote for each 20 members or frac- 
tion thereof. 


Before balloting—in each case—every oppor- 
tunity will be given for nominations from 
the floor. 

Installation of Officers: 

Unfinished Business—New Business—Presenta- 
tion of Invitations for 1933 Convention. 

Adjournment. 

Outside of the election of officers noth- 
ing important developed but the report 
of the Resolutions Committee, which, 
among other subjects, covered the fol- 
lowing: 

The resolutions thanked the acting 
mayor, Messrs. Garner and Smith, the 
Boston Jewelers’ Club and others for 
their hearty welcome; made _ suitable 
comment on the death of members, such 
as President Lilley, Conrad Brotherly, 
Emil Scheer, Mrs. A. W. Anderson; 
thanked the officers for the work done 
by the association last year; urged the 
formation of local and district clubs to 
take care of trade evils; endorsed the 
Fair Practice Code in advertising of the 
Affiliated Better Business Bureaus; urged 
the support for the formation of an Inter- 
trade Relations Council; urged the en- 
actment of the Capper-Kelly Fair Trade 
bill; condemned the practice of frater- 
nal organizations purchasing through fac- 
tory channels; endorsed the idea of 
Watch Repair Week and requested the 
silver manufacturers to accede to the de- 
mand for the age-old cash discount of 5 
per cent. 

The resolutions also commended the 
Government and the War Department 
for stopping the sale of merchandise at 
army and navy post exchanges; com- 
mended the Federal Trade Commission 
for their work to stop the retailing of 
pseudo wholesalers; urged increased sup- 
port of the National Jewelers’ *Pub/icity 
Association and the National Jewelers’ 
Mutual Fire Insurance Co. and the Horo- 
logical Institute; expressed thanks to the 
exhibitors and advertisers; congratulated 
the manufacturers maintaining a fixed 
price policy and urged upon the adminis- 
tration the enactment of lower taxes and 
the elimination of unnecessary expendi- 
ture, ending with a plea to silver manu- 
facturers to withhold any further new 
patterns pending a decided resumption 
in business. 

In addition, the convention passed a 
special resolution pending proceedings by 
the Federal Trade Commission against 
the New York catalog house, calling on 
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all branches of the jewelry industry to 
give their active and earnest support in 
its fight; urging manufacturers, whole- 
salers and retailers to signify to the Fed- 
eral Trade Commission their high appre- 
ciation of the action taken in granting 
the application to the association for the 
beginning of this prosecution. The reso- 
lutions further provided that a commit- 
tee be appointed by the president to take 
immediate steps to show to the whole- 
salers and manufacturers of the industry 
the supreme importance in uniting in the 
support of, and proper cooperation with, 
proper officials of the Federal Trade 
Commission for the purpose of reporting 
lawful and proper assistance from each 
of the three branches of the industry. 


The Banquet 


The convention ended with a banquet 
in the grand ballroom of the hotel, at 
which somewhat over 100 attended and 
others came in to hear the speeches. 
President-elect McNeil presided and 
Everit B. Terhune, president of the 
Jewelers’ Publishing Corporation, acted 
as toastmaster, the speakers of the even- 
ing being P. A. O’Connell, president of 
E. T. Slattery Co. of Boston and president 
of the National Retail Dry Goods Asso- 
ciation, and William Trufant Foster of 
the Pollak Foundation for Economic Re- 
search. 

After the banquet had been served, 
Mr. McNeil introduced Mr. Terhune, 
whose remarks in a witty vein put the 
audience in good humor to receive the 
first speaker, Mr. O’Connell, whose 
speech was a veritable treatise on modern 
day merchandising. Some of the impor- 
tant points of Mr. O’Connell’s speech ap- 
pear in another column of this issue on 
page 53. 

Dr. Foster, who followed Mr. O’Con- 
nell, is no stranger to the jewelers, hav- 
ing spoken at the national convention a 
few years ago and, as in the previous 
instance, he electrified his audience by his 
summary of both the causes of and reme- 
dies for the present business depression 
and also the way in which he took excep- 
tion to the arguments for “thrift” as a 
way out. Among some of the points he 
made were: 

Increased saving can only deepen the depres- 


sion, nothing but increased spending can revive 
prices, trade and employment. 


* * * 


Production and employment are regulated by 
consumption; consumption is regulated mainly 
by the flow of currency and credit; but the 
flow of currency and credit for the past three 
years has not been equal to the job. In other 
words, the flow of purchasing power to those 
who want to buy has not kept pace with the 
flow of goods. The crux of the matter is 
money. 

And money is not an Act of God. 
tirely subject to human control. 


It is en- 


* * * 


The depression came because a large volume 
of bank credit was forced out of circulation, 
and what was left loafed on the job. The de- 
pression will be ended by a restoration of money 
in circulation, and in no other way. The de- 
pression cannct be ended by thrift, or by the 
five day week, or by tinkering with liquor laws, 
or by reducing taxes, or by re-electing Mr. 
Hoover, or by refusing to re-elect him. The 
depression is purely monetary. Nothing but an 
adequate supply of money will end it. 


* * * 


We are still suffering under the delusion that 
this country was extravagant in the years just 
before the stock market crash of 1929. Many 
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of them have gone so far as to prescribe a re- 
duced standard of living as a cure for our 
economic ills. They have condemned the buy- 
ing of luxuries, including, of course, jewelry. 
They have overlooked the fact that 10 per cent 
of our wage-earners could produce all the food, 
clothing, fuel and shelter required to keep the 
entire population alive. Fully 90 per cent our 
workers are dependent on the continued produc- 
tion of commodities and services which were 
once regarded as luxuries. 
* * * 


The people as a whole have not been ex- 
travagant. Even in our era of prosperity, we 
saved too much; we spend too little. In not a 
single year, from 1922 to 1929, did we con- 
sume as much as we produced. We saved the 
surplus largely in the form of useless capital 
facilities such as mills that are now closed; 
blast furnaces that are now banked; engines 
that are now rusting; ships that are rotting at 
the wharves; office buildings that are half empty. 
Hundreds of millions more of our savings went 
into foreign bonds for which the junk man will 
pay 30 cents per 100 pounds. : 


* * * 


What good did it do us to save all this? We 
should be far better off if we had continued 
buying so-called luxuries as usual. 

In a very real sense, we save what we spend; 
we loose what we save. 

This country has reason to expect a_ sub- 
stantial recovery of trade and employment during 
the next year, because we have at last renounced 
the stupid policy of deflation and taken measures 
which will help to restore an adequate flow of 
money and spending; because increased spending 
already has checked the fall in prices; and be- 
cause we have lacked nothing, at any time in 
the past three years, which was needed to main- 
tain prosperity, except sufficient money spent on 
so-called luxuries. 


* * * 


When the long and enthusiastic ap- 
plause that followed in conclusion of Mr. 
Foster’s address had ended, Mr. McNeil 
announced the ballroom would be cleared 
for dancing and a delightful social affair 
followed. With this the 27th convention 
of the A.N.R.J.A. ended. 


The Exhibits 


The exhibits, all but one of which was 
shown in the Georgian Room adjoining 
the meeting place, though small in num- 
ber, were quite interesting in themselves. 
The exhibitors in the room included: 
S. O. Bigney Co., Attleboro; Dennison 
Mfg. Co., Framingham; Elgin National 
Watch Co., Chicago; International Silver 
Co., Meriden; JEWELERS’ CIRCULAR, New 
York; Keystone, Philadelphia; National 
Jeweler, Chicago; Oneida Community, 
Ltd., Oneida; D. C. Percival & Co., Bos- 
ton; Seth Thomas Clock Co., Thomaston; 
Waite Thresher Corp., Providence; Al- 
bert Walker Co., Providence; Waltham 
Watch Co., Waltham; Watson Co., Attle- 
boro; Whiting & Davis Co., Plainville; 
Wolf Co., New York. 

The exhibit of J. R. Wood & Sons was 
in the large room on the other side of 
the meeting hall. 


Entertainment 


While the number of ladies attending 
the convention was small compared with 
those of previous conventions, those that 
did attend were given a hearty welcome 
by a committee of Boston jewelers includ- 
"ing Mr. and Mrs. Henry R. Arnold, chair- 
men; Mr. and Mrs. William L. Stone, 
Mr. and Mrs. Albert R. Kerr, Mr. and 
Mrs. Edward D. Cole and Mr. and Mrs. 
James Kingman. On Wednesday the 
ladies were taken on a boat trip to Nas- 
tasket Beach with a shore dinner at Pem- 
berton Inn and on Thursday enjoyed a 
sightseeing bus trip to the historic points 
around Boston. 
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Business Shows Increase 


Newark, N. J.—Manufacturing jewelry 
concerns in Newark report decided im- 
provement in business in recent weeks. 
Among those reporting gains in the Gen- 
eral Alloy Co., Inc., 46 Green St. There 
has been a decided improvement in busi- 
ness in the last eight weeks, according to 
David Rosen, president of the company, 
who says that purchases have been on a 
better scale and buying with a more op- 
timistic tone toward anticipated require- 
ments. 

Louis V. Aronson, president of the Art 
Metal Works, Inc., Aronson Place, finds 
business on the increase. It has been 
found necessary to recall a number of old 
employes who were laid off earlier in the 
year. Twenty-six were taken back the 


last week of August and nearly 1,500 will. 


be recalled this month. 

The Riverside Watchcase and Metal 
Works in Riverside has also reported a 
gain in employment due to increased 
orders. 





Regional Meeting of National Asso- 
ciation of Credit Jewelers 


Cuicaco—A most successful and profit- 
able good will regional meeting of the 
National Association of Credit Jewelers 
was held at the Palmer House in this 
city on Sept. 14. About 25 stores were 
represented, including the immediate ter- 
ritory and from as far west as Kansas 
City. 

The morning hours were spent in a get- 
together informal meeting, during which 
time representatives of manufacturers 
explained their season plans for mer- 
chandising and helps for the retail trade. 

In the afternoon session which lasted 
from 1:30 continuously until after 6:30, 
there were several formal talks and many 
discussions by those present. The great- 
est interest was manifested throughout 
the session. 

William Gibson, of Cole & Young, Chi- 
cago, presided in the afternoon and made 
an excellent address, urging the credit 
stores to raise their standards to the 
highest possible point, sell better mer- 
chandise and re-establish the confidence 
so long enjoyed by retail jewelry stores. 

Charles F. Baumrucker, Chicago, presi- 
dent of the National Association of Credit 
Jewelers, talked along similar lines and 
urged a strict compliance with the code 
of ethics adopted by the association. He 
suggested that at least a part of the 
advertising by credit stores should be of 
such an institutional nature that confi- 
dence of the public will be restored. He 
was sure that this, together with quality 
merchandise and strict honesty in busi- 
ness, will place the credit jewelry busi- 
nes on a high plane. 

Secretary Frank Newman, of the na- 
tional organization, discussed the tax sit- 
uation and explained the methods of ap- 
plying the same in so far as definite rul- 
ings have been made. He pointed out 
many of the impossible and irksome fea- 
tures and stated that the president, Mr. 
Baumrucker himself, and the association 
tax expert were going to Washington to 
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discuss these with the proper officers and 
hoped to have some definite new rulings 
which will be more favorable for the re- 
tailer, or at least more understandable. 

G. I. Appel, of Marks Brothers, Chi- 
cago, spoke on credits and collections. 
He pointed out the necessity of getting 
complete credit information and, after 
making terms as short as possible, insist- 
ing on strict adherence to terms. 

The question of having optical depart- 
ments was discussed at length, and many 
of those present stated that with such a 
department, with competent and high 
class optometrists in charge, they had 
been able to realize good profits and in 
several cases the department earned more 
than the rent of the entire store. 

All those present were enthusiastic over 
the results of the meeting, and future 
meetings of this kind will be well at- 
tended. 





Norman L. Stevens Resigns as Vice 
President of William L. Gilbert 
Clock Co. 


WInsTED, ConN.—The William L. Gil- 
bert Clock Co. announces the resignation 
of Norman L. Stevens, vice-president. 

Mr. Stevens has served six years in 
charge of sales and advertising with the 
Gilbert organization and was very suc- 
cessful in building up the sales to a point 
where Gilbert could boast of full time 
throughout the depression. In leaving 
Mr. Stevens states that his plans are not 
as yet complete for the future. 

Harold D. Sisson, who has been di- 
recting sales under the supervision of Mr. 
Stevens, will assume full charge of sales 
and advertising for the company. 





New Gruen General Sales Manager 


CINCINNATI—Announcement has _ been 
made of the appointment of H. R. Haerr 
as general sales manager of the Gruen 
Watch Makers Guild, Time Hill, effec- 
tive immediately. As assistant for several 
years to Fred G. Gruen, president, and 
through his training in the business since 
boyhood, Mr. Haerr brings a wealth of 
judgment and experience to his new posi- 
tion. 

Mr. Haerr’s first major position was 
with Gruen, joining the company in 1903. 
His training has developed a keen sense 
of the retail jewelers’ merchandising 
problems. The many friends of “H. R. 
H.” in the trade will be glad to hear of 
his promotion. 


Ernest L. Schmalz 


St. PauL, Minn.—Funeral services for 
Ernest L. Schmalz, in the jewelry busi- 
ness here from 1893 to 1928, were held 
recently at the home, 1349 Brand St., 
and at Bethlehem Lutheran Church, Mar- 
garet and Forest Sts. Burial was in 
Oakland cemetery. 

Mr. Schmalz, a resident of the city 40 
years, died at his home. He was born in 
Bavaria and came to this country in 
1880. Surviving are his widow, Sophie, 
one son, F. L., and two daughters. 
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The next best thing to having mer- 


chandise in stock is 
To be able to get it quickly. 


We are flatware specialists, carrying 
the standard plated brands in stock 
for immediate delivery. 


Also full assortments of hollowware, 
toiletware, decorated glass and elec- 


trical goods. 





Try Our Service 


J. W. JOHNSON 


14 MAIDEN ILVERWARE 1 W. 47th 
LANE INCE 1869 STREET 


NEW YORK 




















Fast, Dependable Service for 


SHIPPING JEWELRY 


ROM the days of the Carpet Bag and the 

Stage Coach the Express Companies have 
specialized on the care and protection of 
Money and Valuables. Without extra charge, 
jewelry shipments are given the special care 
they require. 


Moreover, Railway Express service provides 


complete through service, with prompt collec- 
tion and delivery, within prescribed limits. 


Here are other outstanding advantages of 
this efficient service: 


Fast, dependable train movement. 


A receipt is given the shipper; a receipt is 
taken from the consignee, showing date and 
hour delivery is made, thus removing all 
doubt. 


Liability is assumed up to $50 per ship- 
ment of 100 lbs. or less without additional 
charge. 


Declaration of actual value is optional with 
the shipper. 


For Shipments of Jewelry, you can depend upon the 


RAILWAY EXPRESS AGENCY, Ine. 
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$2 to *5 | 49th to 50th St. 

per day New York City 
For 2 Persons New York’s newest and finest Hotel 
$4 to $6 800 Rooms’ 800 Baths ! 





Radio in Every Room 


3 minutes’ walk from Grand Central, 
Times Square, Fifth Avenue Shops 
and most important commerciak 
centres, leading shops and theatres, 
10 minutes to Penn. Station. 


Grand Central Palace 
only 2 short blocks away 


per day 
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Parthnon Jewelry Co., 224 Carpenter 
St, Providence, is owned by Iphigenia 
Stamatakos, according to information 
filed at the city clerk’s office. 

D. Elmer D’Aloislo, Vahram Agna- 
yourian and Frank Bedrossian have filed 
information at the city clerk’s office that 
they are the owners of the Continental 
Jewelry Co., 191 Pine St. 

A. Gerald Lavelle, middle western 
salesman of the Watson & Briggs Co., 
Attleboro, successors to the Thomae Co., 
has left Cleveland on his regular Fall 
trip. All principal middle western cities 
are being visited. 

Providence Products, Inc., manufac- 
turers of pens and pencils, has been in- 
corporated under the laws of Rhode 
Island with an authorized capital consist- 
ing of 100 shares of common no par value. 
The incorporators are Frank W. Tilling- 
hast, Robert J. Conley and L. E. Seymour. 

After extensive alterations in the Make- 
peace Building at Dunham and Pine Sts., 
Attleboro, C. H. Allen & Co. has re- 
moved its office to the 40 Dunham St. en- 
trance of the building, top floor, their for- 
mer office space being taken over by the 
E. B. Richards Co. Across the hallway 
from the Allen office the V. & D. Optical 
Co. has taken space. 

Two freight shipments of silver—one 
to Cleveland and one to. Indianapolis— 
were the first taken aboard at the insti- 
tuition of air mail freight and _ pas- 
senger service at the Rhode Island State 
Airport recently. They were forwarded 
to speed delivery to anxious customers. 
This new field links Providence with 
other municipalities of the nation and 
continent. 

To provide work for some of its em- 
ployees who otherwise might have been 
idle during the depression, the Gorham 
Co. undertook numerous small jobs of re- 
pair in and about its plant at Elmwood. 
One of these was the installing of a heat- 
ing system under the sidewalks leading 
to the main entrance so that the walks 
may be kept clear of ice and snow during 
the winter. 

Kaplan’s at 199 Weybosset St. is con- 
ducted by the Kaplan Co., Samuel Kap- 
lan, treasurer, according to the latter’s 
statement on file at City Hall. Kaplan’s 
was recently incorporated under the laws 
of Rhode Island with an authorized capi- 
tal stock of 100 shares of common no par 
value. The incorporators are: Hayward 
T. Parsons, Noel M. Field and Harold 
B. Gross, all of Providence. 


The factory of the Ostby & Barton 
Co. for the past few weeks has been 
working full time with some overtime 
work, as many departments are open and 
operating until 8 o’clock each evening. In 
addition to this full time work, it has 
added a considerable number of new em- 
ployees. Business is not yet back to nor- 
mal, by any means, but there has been a 
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P ROVI D EN C ¢ New England Territory 


nice increase, reports J. J. Collins, during 
the past four weeks. 

Fifty employees of the Imperial Pearl 
Co., Inc., 14 Blount St., have been pro- 
tected with life insurance through the 
adoption of a group policy by that or- 
ganization. The policy, which involves a 
total coverage of $80,000, was issued by 
the Prudential Insurance Co. of America. 
The employees are insured in amounts 
ranging from $1,000 to $2,500, according 








To Promote Sale of Rings 


A special effort to promote ring sales by 
collective action of the industry is to be made 
from November 14 to 19, the movement be- 
ing sponsored by a number of the leading 
ring manufacturers of New England acting 
through the New England Manufacturing 
Jewelers’ & Silversmiths’ Association with the 
cooperation of other trade bodies. 

It is aimed to have the retail distributor 
bring about effective presentation in window 
and interior displays. 

Retail jewelers should be prepared to co- 
operate in a way that will concentrate their 
customers’ attention on rings during the week 
of November 14-19. 








to rank, and the policy is of the contrib- 
utory type, the employees paying a part 
of the premium and the employing com- 
pany assuming the remainder of the 
expense. 


Uniform Credit Policy Plan 


PROVIDENCE, R. I.—A committee of the 
New England Manufacturing Jewelers’ 
and Silversmiths’ Association is working 
on a plan for the adoption of a uniform 
credit policy for the trade. The commit- 
tee includes Stephen H. Garner, presi- 
dent of the association; Harvey E. Clap, 
of Harvey E. Clap Co., Attleboro; Ed- 
ward H. Cummings, of the General Chain 
Co., Providence; Wallace D. Kenyon, of 
the Webster Co., Attleboro; Joseph H. 
Lancor, of the Lancor Manufacturing Co., 
Providence; George J. Lederer, of the 
Providence Stock Co., Providence; Don- 
ald LeStage, of the LeStage Manufactur- 
ing Co., North Attleboro; Alfred F. Reilly, 
of the Evans Case Co., North Attleboro; 
Sturgis C. Rice, of Whiting & Davis Co., 
Plainville; Joseph F. Rivers, of Bliss 
Bros. Co., Attleboro, and James V. Toner, 
of Saart Bros. Co., Attleboro. 

If an agreement can be reached, it is 
planned to make it effectual on Dec. 1. 
The proposed agreement will mean that 
there shall be no advance dating of bills 
of any kind, no memoranda or consign- 
ment privileges extended for longer than 
30 days and that bills become due and 
payable at the end of the credit period, 
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the discount being allowed only for pay- 
ment in cash on the 10th day of the fol- 
lowing month. 





Fall Opening of Rhode Island School 
of Design 


PROVIDENCE, R. I.—With the opening 
of the fall term of the Rhode Island 
School of Design the lesson of the de- 
pression is reflected in the increased reg- 
istration, both in the day and evening 
classes, particularly in the departments 
which have to do with the manufacture of 
silverware and jewelry. The applica- 
tions for tuition in the day classes are 
considerably in advance of a year ago, 
and so great is the desire for member- 
ship in the evening classes that there is a 
question if all can be accommodated. 

Antonio Girino, who has for several 
years been head of the department of 
jewelry and silversmithing, will take 
charge of teacher training. The jewelry 
and silversmithing department has been 
placed in charge of A. Sydney Rollings, 
a graduate of the Rhode Island School of 
Design and formerly superintendent for 
the Smith-Patterson Co., Boston. The 
jewelry and silversmithing department 
this year, Mr. Rollings announces, will 
continue cooperation with manufacturers 
along the lines previously followed. A 
course of lectures on estimating and costs, 
including methods and time study, avail- 
able for shop superintendents and fore- 
men, will be arranged. Part time work 
with the industry will be developed, giv- 
ing students actual shop experience com- 
bined with their school training. Monthly 
visits from manufacturers will be ar- 
ranged. It is also hoped that groups of 
students will be taken to various shops to 
observe and learn various new methods. 
Efforts will be made to train students to 
be creators of jewelry styles which co- 
ordinate with the fashion trends, and to 
develop higher standards in design and 
jewelry making. 


Prices of Silver Bars 


U.S. 
Government New 
London Assay Sell- York 


Date Official ingPrice Official 
a Pe 18% 31% 28% 
OE re 18% 30% 28% 
SS. are 17% 30 27% 
Oe ee oe 1875 30% 27% 
a eee 17} 29% 27% 


Thomas Allsopp, formerly president of 
Allsopp & Allsopp, Newark, N. J., now 
in liquidation, after 31 years’ manufac- 
turing high class jewelry, has retired from 
the manufacturing end and will devote 
himself to a private brokerage business. 
His former partner and brother, Albert 
E. Allsopp, will continue manufacturing 
jewelry as the successor to Allsopp & 
Allsopp. 





NEW YORK 


Mrs. Hannah Orseck has rented a 
jewelry store at 425 Madison Ave. 

Harry Farbstein has bought the busi- 
ness of Jacob Blum & Son, 24 Eldridge St. 

The Pioneer Watch Case Co. has 
leased space in the building at 305 E. 
46th St. 

The firm of Alfred Le Frantz & Co., 
20 Eldridge St., has announced the open- 
ing of a branch office in Los Angeles, 
Cal. 

The B. Goldsmid Co., maker of solid 
gold watch cases, has moved from 102 
Fulton St. to new quarters in 49 Maiden 
Lane. 

Col. Eugene Valle, 170 Broadway, has 
been appointed National Chairman of the 
Jewelry Division of the Roosevelt Busi- 
ness and Professional League. 

The precious stone business of the late 
Henry Green, formerly conducted at 527 
Fifth Ave., is now being moved by the 
estate to 665 Fifth Ave. 

The Rosenfeld Chain Mfg. Co., manu- 
facturer of platinum and gold chains, for- 
merly at 102 Fulton St., has taken new 
and larger quarters in 49 Maiden Lane. 

The Capital Watch Case Co., manu- 
facturer of gold watch cases, has an- 
nounced the removal of its office and fac- 
tory from 102 Fulton St. to new quarters 
at 49 Maiden Lane. 

John Schumacher, manufacturing jewel- 
er, formerly located at 562 Fifth Ave., 
has removed his office and show room to 
new quarters in the McCutcheon build- 
ing, 607 Fifth Ave. 

The following New York concerns were 
recently granted charters of incorporation 
at Albany: The Majestic Jewelry Co., 
the Bauman Diamond Corp.; and in 
White Plains, Meyer Gorden, jewelry. 

A. Feldstein, of Feldstein & Mandel- 
kern, Inc., 17 John St., sailed Sept. 14 for 
Europe on the Bremen. Mr. Feldstein 
will be abroad for several months, dur- 
ing which time he will visit the foreign 
diamond markets. 

John J. McGeary and Walter E. See, 
who were formerly with Theo. A. Kohn 
& Son, announced that they have formed 
the firm of McGeary & See, which is 
conducting a jewelry business in the 
Empire Trust Bldg., Fifth Ave. and 47th 
St., Room 2010. 

Ralph J. LaWare has joined Black, 
Starr & Frost-Gorham, Inc., Fifth Ave. 
and 48th St., as manager of the diamond 
and precious jewel department, to fill 
the vacancy caused by the death of Wil- 
liam Herries. Mr. LaWare was con- 
nected with William Scheer for 26 years. 

Louis Sacks of the Lussac Watch Co., 
12 John St., has become an author and his 
work “A Layman’s Philosophy” now in 
process of publication will be issued by the 
Contemporary Literary Publications, Inc., 
shortly. His work is being looked forward 
to with interest by his many friends in the 
jewelry trade. 

Calm H. Hoke, consulting chemist of the 
Jewelers Technical Advice Co., 22 Albany 
St., has returned after a month’s trip to 





the west during which she attended the 
meeting of the American Chemical Society 
at Denver and studied developments in the 
precious metal field. While in Colorado, 
Miss Hoke, who in private life is known 
as Mrs. T. R. McDearman, with her hus- 
band spent some time at the residence of 
Mr. and Mrs. C. L. Taylor, of the Taylor- 
Raymond jewelers, Durango, Colo. 

A man who gave his age as 50 years 
and his address as Kansas City, Mo., was 
returned from Berlin recently in custody 
of Detective William Sullivan of the Dis- 
trict Attorney’s office to answer a charge 
of grand larceny preferred by Morris 
Kaplan & Sons, manufacturing jewelers, 
21 W. 46th St. According to the police, 
he was indicted in January, 1930, when 
it is alleged that he disappeared with 
jewelry valued at more than $25,000. He 
was a salesman for the Kaplan concern. 











REPORTS IMPROVED BUSINESS 


Sigmund Cohn, a well known New York 
refiner, and president of the National Jewel- 
ers’ Board of Trade, reports a distinct busi- 
ness improvement last month. August sales, 
said Mr. Cohn, were far in excess of sales 
of any month in more than a year, and while 
September sales, up to the 20th, not only 
indicated a continued improvement but were 
ahead of those for the entire month of 
August. 

There seems to be a better feeling among 
manufacturers and the demand for metal is 
not confined to a few houses, he said. 
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Some usual and beautiful jewelry is to 
be auctioned at the American Art Associa- 
tion, Anderson Galleries, 30 E. 57th St., 
during the sale of the Giulia P. Morosini 
collection which will take place on Oct. 10. 
The articles will be placed on exhibition 
Oct. 7. Among the jewelry is an unusually 
fine pearl necklace, a marquise-shaped fine 
canary diamond of approximately 81% 
carats and an important sapphire and dia- 
mond brooch, platinum mounted, contain- 
ing a Ceylon sapphire of 25 carats sur- 
rounded by 20 diamonds. 

The class in jewelry design at the Me- 
chanics Institute, 22 W. 44th St., began 
its fall term Friday evening, Sept. 23, at 
7 p. m. The class meets every Friday 
under the instruction of C. A. Jakobb. At 
present there is an enrollment of more 
than 50 students. There are two classes, 
one for advanced students and one for 
beginners. Members of the trade are 
urged to take advantage of this educa- 
tional opportunity, which is conducted 
free of charge by the General Society of 
Mechanics and Tradesmen. 

The jewelers 24 Karat Club of New 
York resumed its monthly meetings Sept. 
21 at the rooms of the Club, 15 Maiden 
Lane. President Sommer presided and 
routine business was transacted. One res- 
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¢ Metropolitan District 


ignation was received and one member 
elected, T. Albert Potter, president of the 
Elgin National Watch Co. Three applica- 
tions for membership were received. The 
only important business was the consid- 
eration of the annual banquet and it was 
decided to take a referendum of the mem- 
bership before deciding whether the regu- 
lar banquet will be held in January. 

Four armed men entered the factory of 
Herman & Clurfeld, manufacturing jewel- 
ers at 94 Canal St., on Sept. 1 at 9.45 a. 
m., held up the two partners and an em- 
ployee who were working in the factory, 
and left with about $800 in platinum 
mountings. They also took $5 from the 
pocket of the workman. Several days 
later it was discovered that a former 
jeweler had directed the bandits to hold 
up Herman & Clurfeld, and four arrests 
have been made. Mr. Clurfeld believes 
that the accused men ‘melted up the 
mountings and sold the metal to a re- 
finer in the trade. 

The Jewelers’ Memorandum Bureau, or- 
ganized in May, 1932, with offices at 535 
Fifth Ave., reports great progress in its 
work of recovering jewelry which has been 
given out on memorandum. Up to date 
165 of the subscribers have used the ser- 
vice with good results. W. Jacques, who 
was formerly connected with the Jewel- 
ers’ Security Alliance, is manager of the 
Bureau. Through his efforts jewelry 
heretofore considered a total loss has 
been regained by subscribers. In cases 
where the delinquent persons who have 
taken goods on memorandum are unable 
to return the merchandise, they are prose- 
cuted for theft and compelled by law 
to pay for the goods. 

August Goldsmith, head of the firm of 
Goldsmith, Stern & Co., 136 W. 52nd St., 
has the deep sympathy of his friends in 
the trade in his bereavement due to the 
death ofehis wife. Mrs. Goldsmith passed 
away as the result of a strange accident 
while she and her husband were driving 
in Massachusetts. The chauffeur, Fred- 
erick Binney, was stricken while at the 
wheel of the machine and the latter 
plunged into a pole. Binney was believed 
to have died before the accident. Mrs. 
Goldsmith was taken to the Cape Cod 
Hospital at Hyannis, but her injuries 
proved fatal. Mr. Goldsmith was slight- 
ly injured but has since entirely recov- 
ered. 

Murray Hirsch, formerly advertising 
manager of the Helbros Watch Co., has 
opened his own agency, Advance Adver- 
tising Associates, at 1 Madison Ave. 
During his 12 years in the jewelry field, 
Mr. Hirsch has had an opportunity to 
study every phase of jewelry distribution. 
For 10 years he was in charge of Helbros 
advertising, including national magazine 
and radio advertising. For a consider- 
able length of time he was with the credit 
jewelry chain of Abelsons, doing adver- 
tising and selling. Prior to that, Mr. 
Hirsch was on the copy-writing staff of a 

(Turn to page 103) 
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CHICAGO: 


Mr. and Mrs. Howard Hicks, of the 
Hobart-Hicks Co., Gilman, Ill., spent a 
few days visiting the trade here in Sep- 
tember. 

Maynard Levy, auctioneer, opened a 
sale in Akron, Ohio, for the W. J. Frank 
Co. of that city on Sept. 10 and reports 
a continued successful sale. 

John Sproehnle, of Sproehnle, Inc., 
motored to Rye, N. Y., accompanied by 
his mother, to visit his sister in September 
and spent some time in the Adirondack 
Mountain resorts. 

Announcement was received by the 
trade here in September that R. M. En- 
gesser, formerly associated with the Stan 
F. Smith Co., Mankato, Minn., has opened 
a new retail jewelry store in that city. 

Frederick Gottlieb, of Frederick M. 
Gottlieb & Co., diamond importers, left 
Chicago on Sept. 8 for Europe. Mr. 
Gottlieb will visit Holland and Belgium 
before returning home early in October. 

Francis Spears, who was _ associated 
with the Chicago office of Geo. H. Fuller 
& Son Co. for many years, resigned his 
position recently and has established a 
retail jewelry business for himself at 
7 W. Madison St. 

W. F. Kirkpatrick, St. Joseph, Mo., ac- 
companied by Mrs. Kirkpatrick, spent a 
few days in Chicago late in September, 
making fall purchases as they returned 
from a visit to Boston, New York and 
other eastern markets. 

Announcement is made of the Mid-Win- 
ter Chicago Gift Show to be held in 
February, 1933, in the Merchandise Mart. 
This is the eighth annual Mid-Winter 
showing. For the first five years the shows 
were held in prominent hotels. 

Leslie J. Ryer, well-known member of 
the Mace-Ryer Co., in Kansas City, Mo., 
came to Chicago to attend the regional 
meeting of Credit Jewelers at the Palmer 
House on Sept. 14, and spent a few days 
visiting his many friends in the trade 
here. 

B. C. Allen, of Benj. Allen & Co., left 
Chicago on Sept. 6, accompanied by his 
family for a trip to Europe, arriving in 
France on Sept. 14. Most of their time 
will be spent in London, visiting his 
daughter who is married to a prominent 
British army officer. 

Marcus Springer, well-known retail 
jeweler at 4955 Milwaukee Ave., died 
suddenly of heart failure at his home, 
1437 Summerdale Ave., recently. Mr. 
Springer was in the retail business in 
Chicago for many years and until late 
years was located on Clark St. 

L. L. Doty, of the Ball Railway Time 
Service of The Ball Co., recently re- 
turned to Chicago from an exfensive busi- 
ness trip through southern and middle 
western States, and reports that he found 
more encouraging conditions and a bet- 
ter feeling in the trade than at any time 
in more than a year. 

Louis J. Yeoman, retail jeweler, Wau- 
kegan, Ill., died Sept. 10. While Mr. 
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Yeoman had remained active in the busi- 
ness, he had not been well for many 
months and his death was not unex- 
pected. The Yeoman store is one of 
the oldest in the section and was estab- 
lished many years ago by his father. 
Ernest Block, known for years to the 
jewelry trade of the entire country and 
who represented eastern manufacturers 
in the Middle West, South and West, un- 
til he retired recently and returned to 
New York to live, spent part of last 
month in Chicago visiting friends and 
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ENCOURAGE SPENDING 


—‘“To insure a trade revival we must give 
money to spendthrifts, to those who will 
rush to counters and spend it. It is the 
awful paradox of the present-day condi- 
tions that, in order to save the virtuous, 
we must give to the spendthrifts.” 

—Thus says a distinguished British econo- 
mist, who has made a life-long study of 
practical economics and human behavior. 

—Strange, isn’t it, that when we are foolish 
and extravagant we have good times, and 
when we become ruthlessly practical and 
efficient we have bad times. 

—Again it’s a question, I'll admit, of the 
chicken or the egg but | do believe we 
have all become cock-eyed from seeing 
and studying too many charts and graphs 
and statistics. 

—If we can become normal once again, 
spend some of our static and hoarded bil- 
lions, in short be reasonably foolish, 
we'll soon find ourselves well on the road 
to recovery. 











attending his daughter during her ill- 
ness. 

“Billy” Thomas, one of the most popu- 
lar and well known manufacturer’s repre- 
sentatives of the Chicago and Middle 
West territory, died suddenly on the 
afternoon of Sept. 21 at his headquarters 
in the Columbus Memorial Vaults. For 
many years until recently Mr. Thomas 
represented Allsopp Bros., Newark, N. J. 
He is survived by his widow and a 
daughter. 

A new wholesale jewelry house had 
a very auspicious opening on Sept. 1. It 
is C. T. Gustafson & Co., organized by 
Charles T. Gustafson, for 37 years as- 
sociated with the wholesale trade of 
Chicago. For many years he was as- 
sociated with C. H. Knights-Thearle Co. 
as president and general manager. More 
recently he was associated with the A. C. 
Becken Co. Several of his associates 
formerly with the C. H. Knights-Thearle 
Co. are with the new organization, in- 
cluding J. J. Broucek, Mrs. F. I. Broll, 
S. R. King, H. Lindstrom and J. H. Berg. 
The latter three will cover their old 
territories, Iowa, Michigan, Wisconsin 
and Illinois, respectively. 

Emil Noel, wholesale jeweler at 29 East 
Madison St., after an exciting race of 
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Jewelry News Flashes from the 
Great Central West 


several blocks, recovered his automobile 
which three men attempted to steal while 
the jeweler was visiting a friend recently 
in the Presbyterian Hospital. He was 
walking to the police station to report 
his loss when at Warren Boulevard and 
Western Ave. he saw his car traveling 
south with three men in it. An officer, 
Patrolman Redlick, was standing nearby 
and together they commandeered another 
car and gave chase. They caught the 
stolen automobile in front of 2150 Madi- 
son St. Two of its occupants fled while 
the third, Albert Krauss, 17 years old, 
was captured and taken into custody. 


Bogus U. S. Agents Reported Buying 
Up Old Gold at One-Fourth 
Its Value 


WaASsHINGTON, D. C., Sept. 20.—In a 
statement by Robert J. Grant, director of 
the Mint today, he declared that many 
owners of old gold jewelry throughout 
the country have been defrauded of large 
sums by persons who have falsely repre- 
sented themselves as agents of the Treas- 
ury Department in the purchase of gold. 
Mr. Grant emphatically denied that the 
Treasury Department or the Mint has 
authorized any person or persons to buy 
old gold jewelry on its behalf. 

Mr. Grant made it clear that the Treas- 
ury Department did not object at all to 
the buying of this old jewelry but did 
feel that a warning should be given to 
the people who are parting with it at 
improper prices. According to his state- 
ment, the men who have been represent- 
ing themselves as Government agents, 
were fixing a price on old jewelry of 
about 25 per cent of the <ctual value of 
the gold. 

Mr. Grant stressed the point that 
though the Mint purchases old gold, it 
has no agents soliciting for it; also that 
the Mint purchases gold only in amounts 
of $100 and over. In the course of his 
statement, he said: 

“The sales of gold to the treasury have 
doubled in the last two years. In the 
East the sales almost exclusively are made 
up of those of jewelry. During the de- 
pression owners of old jewelry have been 
glad to convert it into cash. Under the 
law gold offered to the treasury for sale 
is purchased with gold coin or bar. We 
are anxious to stop this practice of false 
representation and to save owners of 
old jewelry the losses which they are suf- 
fering.” 


Platinum Market 


Platinum prices, as of Sept. 26, were 
officially quoted as: 


Gs ccs. caneiins can eaneseedenennmvamtel $33.00 
Containing 5 per cent iridium.......... 34.00 
Containing 10 per cent iridium.......... 35.00 
SRR asa cessasqaaulanedewneeeebene 70.00 
PR << ove winsvdasawoceweaaenanes 20.00 
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THE 1932 V.T.F. MIFANS 


(FANCY SHAPED WATCH CRYSTALS) 





YOU CAN OBTAIN THESE IN ASSORTMENTS OF 
288 — 432 — 720 — 1080 and 1634 GLASSES 


IN CABINETS FURNISHED GRATIS 


ASK YOUR JOBBER FOR DETAILS 


THE SIMPLE NUMBERING SYSTEM 





ONE GLANCE AT |@ #| NO ARBITRARY 
THE LABEL— .. "| NUMBERS © 
TELLS THE ) ‘Novis "| USED 


WHOLE STORY 











(C=SHAPE 239=23.9 M/M LONG 198=19.8 M/M WIDE) 


V.T.F. = QUALITY 


~ fee per dozen 
$2.00 for Military Shapes 


Standardize on V. T. F. 


ORDER THROUGH YOUR JOBBER 


HAMMEL, RIGLANDER-PENNANT CORPORATION 
Exclusive Wholesale Distributors 


NEW YORK, U. S. A. 









SSUMING that we have all of our cutter blanks 
properly formed, what type of cutter shall we re- 
quire to mill out the tooth spaces? 

Answer—T'o mill out the tooth spaces, we shall require 
the 30-deg. angle cutter, as shown in Fig. 4 in the August 
instalment; also a flat saw 5@ of an inch in diameter by 
0.020 of an inch in thickness. Assuming that we have 
no saws on hand, we shall make, say, a dozen. For this 
purpose we shall require some flat steel stock, which may 
be purchased, rolled to thickness and annealed ready for 
use. All we need do is to mark out circles with a pair of 
dividers and saw out as marked. If we mark them out 
slightly larger than 54 in. diameter and saw closely to 
mark, then we may hold the blanks in a wheel chuck to 
bore out the arbor hole. ‘The saws should fit the arbor 
closely with no perceptible side shake. Assuming that we 
have the lot sawed out and holes bored to fit the arbor, 
then we may place all of them on the arbor chuck and 
turn the diameter to 54 of an inch. 


HAT type of cutter shall we require for milling the 
teeth in the saws? 

Answer—Our 30-deg. angle cutter will be the proper 
cutter to use for this purpose. As we have the lot of 
saws turned to the proper diameter on the arbor chuck, 
we may simply proceed with the milling operation. All 
we need do is to remove the arbor chuck from the spindle 
in order to set our index, plate and latch in position. 
With saws of this type we prefer 60 teeth, as most of 
our milling with such saws consists of deep cuts, as are 
required in milling the tooth spaces in pinion cutters, 
and in such cases it is a pleasure to use a sharp, fine tooth 
saw. In our pinion cutters, we must necessarily use a 
coarse tooth cutter in order to preserve the tooth curve 
we wish to produce, but whenever possible in any milling 
operations, we prefer a fine tooth cutter, as they work 
much smoother in the watchmakers’ attachments. 

The watch factories use wheel and pinion cutting ma- 
chines that are very heavy and substantially built. In 
such machines, a coarse tooth cutter may be used to good 
advantage, as the vibration is reduced to a minimum. 
But for the watchmakers’ lathe, the finer tooth cutter 
is much better adapted. 
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HOROLOGICAL 
QUESTIONNAIRE 


By 
LESTER B. PRATT 











(Continued from the September issue) 


Now, to proceed with our saw-milling operation: We 
shall place the pointer of the index plate. ‘Then we may 
place the 30-deg. angle cutter in the arbor of our wheel- 
cutting attachment and adjust the height of the spindle, 
so that the top face of the 30-deg. cutter is exactly radial 
with the lathe center; we should also observe that the 
main slide of the slide rest is parallel with the line of 
centers, and all slide and end shaker taken up in the 
slide rest. We may take two light cuts on the saw blanks, 
then carefully examine the blanks to determine if a full 
tooth has been cut. The most suitable method is to make 
two cuts of the milling operations, but the first cut should 
remove most of the stock and the second cut should be 
light and remove just enough metal for a perfect tooth. 


HAT speed is most suitable for driving the cutters 
in such milling operations? 

Answer—Watchmakers as a rule are prone to run such 
cutters at too slow a speed for efficient work. The watch- 
makers’ lathe is a mighty well-made machine and its capa- 
bilities are often underestimated. Assuming that we have 
a cutter which is made of suitable steel, correctly designed, 
well-hardened and sharp, we may run such a cutter at 
125 to 150 surface feet per minute. We can readily de- 
termine the r.p.m. our cutter should turn by obtaining the 
circumference of our cutter. As an example, our cutter 
is 4% of an inch in diameter. Then 54 — 0.625 in., re- 
duced to decimals; 0.625 «& 3.1416 — 1.9635 in., which 
is the circumference of our cutter. Assuming that we wish 
to drive our cutter at 125 ft. per minute surface, then 125 
ft. equals 1500 in.; 1500 — 1.9635 — 762, which indi- 
cates the r.p.m. which a cutter 5@ of an inch in diameter 
should be run to obtain a surface speed of 125 ft. per 
minute. 

A heavy oil should be applied to the work in all steel 
milling operations to carry the chips away and also to 
prevent undue heating of the cutter. When a cutter be- 
comes dull it should be sharpened, as it is simply a waste 
of time to drive a dull cutter through a lot of blanks. 
Such methods are quite likely to draw the temper of the 
cutter and also glaze the blanks so that subsequent milling 
operations are almost impossible. 

(To be continued) 
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For 
Quality 
Service 


Craftsmanship 
Buy Your 


WEDDING 
RINGS 


from 
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and Company, Inc. 


15 West 47th Street, New York City 
Telephone Bry 9-4645 
+480 
Delivery can usually be made 
from stock 
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Fu/] VALUE 


Pro Mm pi 
PAYMENT 


Gather up your old jewelry, 
sweepings, polishings, etc., 
today, and send them in. Our 
check will be sent promptly 
and it will fully cover ALL 
the precious metal contained 
in your scrap. 


Send your scrap to 


SMELTING & 
REFINING CO. 


MINNEAPOLIS, MINNESOTA 




















REMEMBER 


THAT FOR 
HONEST 
PROMPT 

ACCURATE 


RETURNS 


ON ANY MATERIAL SUCH AS 
OLD OR DISCARDED ARTICLES 


OF 


PRECIOUS METAL 


WE ARE AT YOUR 


REFINING SERVICE 





T. B. HAGSTOZ & SON 


709 SANSOM ST., PHILADELPHIA, PA. 
Thirty-four Years of Refining Service 





. devote all of your time and attention to 


From Now Until Christmas 


selling and let us do your watchwork. 


WATCH AND CLOCK REPAIRING and wheel cutting 
for the trade; five day service; we ship by express or 
air mail for prompt delivery; finest work at lowest 
prices; references submitted. 


MANNA BROS. 
140 W. 42nd St., Times Square 
NEW YORK CITY 











INTRODUCTION TO THE 
THEORY OF SPECTACLES 
By PROF. OTTO HENKER 
Valuable to practitioners and students of Optometry and Optics. 
Price $1.50 


THE OPTICAL JOURNAL & REVIEW 
239 West 39th St., New York 

















REBUILT WATCHES 


/ A complete line of Rebuilt ELGIN, WALTHAM and 
other American standard make watches in new cases. 
Hamilton—Illinois—Howard—Elgin 21-J R. R. 
watches in original cases, at very low prices. Price list 
upon request. 

REBUILT JEWELRY CORP. 
76 Bowery New York City 




















Certificates Granted by H.I.A. 


WasuincTon, D. C.—At a meeting of the Examining 
Board of the Horological Institute of America, held here 
on Sept. 7, watchmakers certificates were granted to the 


following: 
CERTIFIED WATCHMAKER 


NAME EMPLOYED BY ADDRESS 
Warren Frederick Kunz Wood-Abbott Lowell, Mass. 
Co. 
Junior WATCHMAKER 
Paul Baldwin E. R. Britten Eaton Rapids, Mich. 


Student at Brad- Iowa Falls, lowa 
ley Polytecnic 


Institute 


Vern L. Davis 


A. Lloyd Klein Student at Elgin Hospers, IIl. 
School 

Louis N. Muzzio Student at Elgin Pueblo, Colo. 
School 

Brewster B. Stearns (Not given) Camp Hill, Pa. 


SAMPLE EXAMINATION QUESTIONS FOR CERTIFIED 
WATCHMAKER 
1. If you are called on to make a new barrel cover, 
state all of the operations necessary. 
2. What is the purpose of a safety center pinion? Ex- 
plain its functions. 
3. Explain what is meant by an equidistant escapement. 


Junior WATCHMAKER 


1. If a watch should suddenly gain considerable time, 
name all of the causes you can think of that might be the 
trouble. 

2. What is meant by an olive balance hole jewel and 
what is the purpose of same? 

3. What are each of the following: chronograph watch, 
repeater watch, calendar watch. 





Horological Institute Provides Official Cut for 
Certified Watchmakers 


WasHINGTON, D. C., Sept. 15.—The Horological In- 
stitute of America has just prepared an official cut for 
use on letterheads, advertising and other matter of jewel- 


oO SOr 
Certified Watchmaker 


- HOROLOGICAL-INSTITUTE - OF-AMERICA- 
*WASHINGTON -D-C- 









COPYRIGHT HOROLOGICAL INSTITUTE OF AMERICA 1925 ~ 


ers who have passed the examination for certified watch- 
makers. 

The sale of these cuts will be made to certified watch- 
makers only, the price being $1.50. 

Those interested should write to the Horological Insti- 
tute of America, care of Bureau of Standards, Wash- 
ington, D. C. 





Peter H. Crane, a retired jeweler, died Sept. 23 at his 
home, 17 S. 13th St., Newark, N. J. Mr. Crane, who was 
87 years old, had been a resident of Newark for more than 
60 years. Funeral services were conducted Sept. 24 at the 
Home for Funerals, by Rev. Dr. Charles Lee Reynolds, 


superintendent of church extension, Presbytery of Newark. 


THE JEWELERS’ CIRCULAR 
for October, 1932 





91 





YOU CAN'T 


THINK 


OF A BETTER 
PLACE TO SEND 
YOUR OLD GOLD 
PLATINUM: SILVER 





CONSIDER 


REPUTATION—the result of many 
years of conscientious service 
—not a bare claim but what 


others know to be the case. 


EXPERIENCE—we have the ability 
and every modern facility to 


render competent service. 


RETURNS—as good or a little better 


than you expect. 


ASK ANY JEWELER—why he pre- 
fers to send his refinings direct 


to DEE. 


‘& CO. 


ST. CHICAGO 


REFINERS AND 
MANUFACTURERS 


PRECIOUS METAL 
SPECIALISTS 


DEE 


55 E. WASHINGTON 
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Manufacturers would not recommend us to their 


friends if they were not satisfied themselves. 


SWEEP SMELTERS. 


BIRMINGHAM, Enc. 








—_——S 














ASTIN 


Delivery guaranteed within 3 days 


George Palestro 








Sterling Fireless Silver 


Reduces polishing to a minimum and obtains 
lasting brilliance. 


JOHN J. JACKSON & CO. 
156-158 Astor St., Newark, N. J. 
All Sterling and Fine Silvers Rolling for the Trade 











134 West 23rd St., New York City 
WAtkins 9-8661 


1 8 ¢ 
AMERICAN MADE 
WATCH OIL 


Nye prepares a special oil for wrist 
watches 


Order from Your Jobber 


WILLIAM F. NYE, INC. 


New Bedford Mass. 





REEVE & MITCHELL CO. 


SINCE 1898 
NOAM RUAT STA 
FLANNEL BAGS and ROLLS 


1110 Sansom Street Philadelphia, Pa. 











WHY RUN RISK OF SIZING RINGS? 


Use THE PROTECTION RING GUARD. It has 
been used with complete satisfaction 
over twelve years. Made in all colors 
of 14 Kt. gold—1 doz. asst. on card. 


LION SAFETY PIN CLUTCH CO., INC. 
UV ite & on 22nd St., N. Y. City Or Jobber 








Ideal for the repair bench. Fine for 
white gold, silver, platinum, novelties, 
etc. Soldering can be done close to 
the stone. 

Ask for circular J.C. 





> U) >> tele: ae 
1, Hokle Ine SNe 

















More About the Jewelry Tax 
(From page 45) 


used for repairs if sold for $3 or 
more. The tax is to be paid on the 
basis of the manufacturer’s or im- 
porter’s price and must be shown sep- 
arately from the labor on the bill 
rendered, otherwise the tax is pay- 
able on the entire amount of the in- 
voice. Ruling follows: 


(Informal Ruling) 


“Relative to the taxability of repairs, 
you are advised it is held that if taxable 
articles are manufactured and used in the 
repairing of jewelry the tax imposed 
under section 605 of the Revenue Act of 
1932 attaches to the price for which the 
same or similar articles are sold in the 
ordinary course of trade by other manu- 
facturers, producers or importers thereof. 
In the event the amount charged is for 
labor and no taxable article is manufac- 
tured and used in remodeling the jewelry 
no tax will be due the Government.” 


RETURN OF ARTICLES TO MANUFACTURER 
Wuo Dip Not Propuce THEM 


(Informal Ruling) 


“When articles are returned by a pro- 
ducer to a manufacturer who did not 
produce them, you are advised it is con- 
sidered that the resale thereof by such 
manufacturer is not taxable under the 
above mentioned section (605) of the Act, 
since they are not sales by the manufac- 
turer, producer, or importer of such ar- 
ticles. In the event the articles are fur- 
ther manufactured by him before being 
resold, the sale thereof will be taxable 
under section 605 of the Revenue Act of 
1932.” 


ScHoot CLAss RINGS AND PINS—FAIR 
MANUFACTURER’S PRICE 


(Informal Ruling) 


“You are informed that from a consid- 
eration of the evidence furnished, as well 
as of the average gross margin of profit 
realized by retail jewelry stores it is the 
opinion of this office that 55 per cent of 
the retail price represents for the current 
year the fair manufacturer’s price for 
such jewelry as ‘school class rings and 
pins.” 


RETURN OF ARTICLES TO MANUFACTURER 
WHo PropucepD THEM 


(Informal Ruling) 


“On the other hand, if any of the ar- 
ticles returned were actually manufac- 
tured or produced by such manufacturer 
and such manufacturer resells them to the 
” trade, after June 21, 1932, as new articles, 
or if he rebuilds or further manufactures 
such articles and resells them as such, 
they will be taxable when so sold. Where 
a manufacturer repossesses articles of his 
manufacture due to purchasers’ inability 
to comply with the terms of the contract 
of sale, such as failing to pay for the 
goods, the transaction is regarded as a 
rescinded sale, or in some instances no 
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sale, and the tax will attach when the 
manufacturer sells such repossessed ar- 
ticles.” 


Rulings on Religious Articles, Im- 
ported Jewelry and Silverware’ 
and Novelties 


WasHINcTON, D. C., Sept. 23.—A num- 
ber of informal and some formal de- 
cisions in regard to the jewelry tax were 
issued by the Department during the past 
month which in some cases clarified the 
tax situation for the jeweler and in 
others made it a little more complicated. 
Some have just been published by the 
Jewelry Trades Tax Commission. The 
most important ruling was that of Com- 
missioner Burnet amending Article 28 of 
Regulation 46, recently issued. This af- 
fects the right of exemption from tax on 
articles sold under a certificate for fur- 
ther manufacture. It provides that such 
certificates may be given under Section 
620 only to such producers that have 
registered as a manufacturer or producer 
and to whom the collector has issued a 
registration certificate under Form 632. 
Form 632, under which registration is 
taken out by a producer of jewelry after 
providing for the detailed information as 
to the applicant, the nature of his busi- 
ness and manufacturing operations, pro- 
vides: 


_ The applicant understands that taxable ar- 
ticles may be purchased tax free only for 
further manufacture of other taxable articles, 
but if for any reason such articles are sold or 
used in the form in which purchased, he will 
make due return of the tax imposed thereon ex- 
cept when sold to another registered manufac- 
turer under exemption certificate. 


Each person qualifying as a manufac- 
turer or producer will be granted a 
registration certificate bearing an identi- 
fying number. 





Another important ruling by the De- 
partment was on the definition of “ar- 
ticles used for religious purposes” which 
are exempt in the Department’s ruling. 

It is held that articles such as cruci- 
fixes, rosaries and medals designed, in- 
scribed, engraved or stamped so to indi- 
cate that they are primarily intended to 
be used for religious purposes are not 
subject to tax under section 605 of the 
Revenue Act of 1932. 

“However, plain gold crosses; crosses 
made of black onyx, ornamented with 
pearls or diamonds; crosses made of gold, 
ornamented with semi-precious stones and 
pearls, and diamond crosses are dgemed 
to be articles of personal adornment and 
taxable as jewelry under section 605 of 
the Revenue Act of 1932.” 

Among many informal decisions made 
on questions submitted were the follow- 
ing: 

Under the Revenue Act of 1932 there is a 
tariff but no tax on the importation of jewelry, 
but there is a tax on the sale of jewelry by the 
importer thereof. abe : 


_ Imported silverware whether modern or an- 
tique is taxable under Section 605 when sold 
by the importer for $3 or more. There is no 
tax on the sale of imported silver plated ware 
unless such merchandise is ornamented, mounted 
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or fitted with other precious metals or imita- 
tions thereof, then it is taxable under Section 
605. a 


+ * 


Where an importer sells an article of jewelry 
or silverware at retail, the tax on his retail sales 
ordinarily will be computed upon the price for 
which similar articles are sold by him at whole- 
sale. If he has no such sales at wholesale, a 
fair market price will be determined by the 
Commissioner. 

* * * 

As to articles, like ash trays, book ends, orna- 
ments, etc., sold by jewelers, these are not tax- 
able under Section 605 unless made of, orna- 
mented, mounted or fitted with precious metals 
or imitations thereof (other than silver plated) 
or ivory. > 





New England Manufacturers Fight 
for Proper Tax Rulings 


ProvipENcE, R. I., Sept. 21.—Early this 
month the New England manufacturers, 
through the aid of Congressman Joseph 
W. Martin of North Attleboro, won a dis- 
tinct victory in a new ruling as to the 
classification of watch bracelets under the 
jewelry tax. 

Section 605 of the Revenue Law pro- 
vides for a tax on parts of watches and 
clocks sold for more than 9 cents, and 
under a ruling of the Treasury Depart- 
ment a watchcase was considered a part 
of a watch. Then came the question 
whether a watch bracelet or link intended 
for this case was a “part of a watch,” 
and the Treasury Department at first 
held to this view. ‘The bracelet manu- 
facturers claimed that a-watch bracelet 
or a part thereof should be classified as 
jewelry and be taxed only when sold. by 
the manufacturer for more than $3. The 
contention of the manufacturing jewelers, 
as outlined in a brief prepared by a com- 
mittee of the New England Manufactur- 
ing Jewelers’ & Silversmiths’ Associa- 
tion and Edward O. Otis, Jr., its sec- 
retary, was presented to Commissioner 
Burnet through Congressman Martin, 
and on Sept. 1, Congressman Martin was 
informed that a favorable decision had 
been rendered by which -watch bracelets 
and parts were to be considered jewelry 
and not as parts of watches. 

Another point that the New England 
people are fighting is the attitude of the 
Revenue Department in considering com- 
pacts and vanity cases with powder or 
other filler as “containers” and taxable 
under the cosmetic section of the Tax 
Law, which has not a $3 exemption that 
the jewelry section has. 

A brief filed by the manufacturers of 
vanity cases with Commissioner Burnet 
today shows clearly that vanity cases are 
essentially jewelry, and have been so 
held in the tax laws, revenue laws and 
in the patent office. They are not prop- 
erly considered containers and should be 
taxed only under the jewelry paragraph. 


Mrs. Ella Wolfinger Commings, widow 
of Francis E. Commings, died at her 
home, 14 N. 4th St., Harrisburg, Pa., re- 
cently following an illness of three 
months. She was 82 years old. At the 
death of her husband in 1921, Mrs. Com- 
mings became proprietor of the jewelry 
business with which she had been con- 
nected since 1901. She was a member of 
the Pennsylvania Retail Jewelers’ Asso- 
ciation and a life-long resident of Har- 
risburg. Burton E. Commings, her son, 
will continue the business. 
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Special Notices 


Payable invariably in advance. 

Rates under all headings except 
“Situations wanted” $1.50 for first 25 
words. Additional words, 5c. a word. 

SITUATIONS WANTED 75c. for 
peeve 25 words. Additional words 5c. a 
word. 

Heavy type, $3.00 for first 25 words. 
Additienal words, 10c. a word. 

Name, address, initials and abbrevi- 
ations count as words, and are charged 
for as part of the advertisement. 

If answers are to be forwarded, 15c. 
extra to cover postage must be en- 
closed. 

Advertising matter addressed to 
Classified advertisers will not be de 
livered. 

Advertisers who are not subscribers 
should send 25c. if they desire a copy 
of the paper containing their adver- 
tisement. 


Special notice forms close 20th of 
nth. 


pub: ess, 
will be directed care The Jewelers’ 
Circular. 

In answering ads, do not enclose — 
nal letters of recommendations, send 
duplicates. 

To avoid unnecessary correspondence 
mention your location in the advertise- 
ment. 


Jewelers Publishing Corporation 
Main Office, 239 W. 39th St., N. Y. 


Situations Wanted. 
Under this heading, 75c. for first 
25 words, Sc. for each additional 
word; minimum charge, 75c. 





WATCHMAKER, 43, with factory and 
store experience. Goodden, 217 Yates 
Ave., Springfield, Ill. 


STENOGRAPHERS, BOOKKEEPERS, 

zm. clerks furnished, no charge. 

Iton Agency, 93 Nassau St., Cort. 
7392, New York. 


YOUNG LADY, ~—_ years’ experience in 
jobbing jewelry ine, desires position as 
order and repair clerk. Address “C., 
8212,” care Jewelers’ Circular. 


OPTOMETRIST (Illinois license), and 
watchmaker; capable and reliable. Ad- 
dress “Optometrist, ’* Box 40, Waukegan, 

inois 


WATCH, CLOCK AND JEWELRY repair 
man open for position at once; best 
references; good salesman. Address 
“W., 8341,” care Jewelers’ Circular. 


WATCHMAKER, 15 years’ experience, 
wishes position, either salary or com- 
mission. Address ‘“Watchmaker,” 790 
First Ave. South, Birmingham, Ala. 

















ENGRAVER, over 20 years’ experience, 
would like position in first class 
jewelry store; Al references. Address 
“B., 8383,” care Jewelers’ Circular. 


YOUNG LADY, bookkeeper, typist, 10 
years’ experience, complete charge. 
a eae “E., 8475,” care Jewelers’ Cir- 
cular. 








ENGRAVER, first class on general letter- 
ing, monograms and inscriptions, gold 
and silver; best references. Walter 
Terry, 77 West 9th St., Brooklyn, N. Y. 


DIAMOND SETTER and A-1 jeweler, 21 
years’ experience in shop and store; 
best references ; German, age 36; prefer 
South or Southwest. Address “Q., 
8235,” care Jewelers’ Circular. 


WATCHMAKER, age 25, technical train- 
ing, experienced on Swiss-American and 
railroad watches, light jewelry repair- 
ing; salesman ; references. Address 

, 8229,” care Jewelers’ Circular. 


FIRST CLASS WATCHMAKER desires 
position ; diamond setting and plain en- 
graving ; married ; references furnished. 
ee “., 8342, ” care Jewelers’ Cir- 
cular. 


CREDIT AND COLLECTION MAN, 
young and ambitious, experienced; ref- 
erences; Northern or Eastern states 
preferred. Address “Y., 8344,’’ care 
Jewelers’ Circular. 


SALESMAN FOR WINTER, married, 
middle aged, 30 years’ experience, 
wishes position in South; salary to 
cover expenses. Address “J., 8359,” 
care Jewelers’ Circular. 


Al WATCHMAKER AND CLOCK re- 
pairer ; reference if required; 20 years’ 
experience; Horological graduate; 40 
i of age. O. C. Thornton, Green- 
ville 


ENGRAVER, better class, long and varied 
experience, can handle department or 
meet trade in store. Address “En- 
graver,” 682 South Forty-fourth, Louis- 
ville, Ky. 


FIRST CLASS WATCHMAKER and 
salesman ; 25 years’ experience ; reason- 
able salary; will go out of town; refer- 
ence furnished. Address “T., 8338,’ care 
Jewelers’ Circular. 


YOUNG LADY, seven years’ ge 
in office of manufacturing jewelers, de- 
sires position as order and repair clerk ; 
general office worker. Address “H., 
8328,” care Jewelers’ Circular. 


CAPABLE, YOUNG WATCHMAKER de- 
sires position; hard worker; South pre- 
ferred, will go anywhere; will start for 
$15 per week; references. Address “G., 
8324,” care Jewelers’ Circular. 


WATCHMAKER, Al, 20 years’ experi- 
ence, expert on American, Swiss and 
small bracelet watches ; capable of tak- 
ing charge of repair department. Ad- 
dress “L., 8337,’ care Jewelers’ Circular. 


FIRST CLASS watchmaker, jeweler, en- 
graver, setter, salesman, and fair on 
clocks; 27 years’ experience; married ; 
samples and references; $45. Address 
“J., 8333,” care Jewelers’ Circular. 


27 YEARS’ EXPERIENCE, watchmaker, 
engraver, jeweler, setter, clocks, and 
salesman; age 40, married; sober, re- 
liable; samples and references. R. H. 
Wilson, 1012 First St., Fort Myers, Fla. 












































CERTIFIED WATCHMAKER, UH.1IA.; 
best references; expert on finest Swiss 
and American watches. Address “Z., 
8381,"" care Jewelers’ Circular. 


EXPERT. ENGRAVER, 
industrious open for engagement, 
temporarily or permanently. Address 
“K., 8361,’’ care Jewelers’ Circular. 


BOOKKEEPER, complete charge of 
small office, also selling; 10 years’ ex- 
perience; best references. Address “X., 
8374,” care Jewelers’ Circular. 





reliable, honest, 








HONEST AND ABLE young man seeks 
ins‘de position with reputable watch 
importers or jobbers.. Address ‘‘K., 
£392." care Jewelers’ Circular. 


ALL AROUND ENGRAVER on jewelry, 
etc.; 30 years’ experience; $1 per hour. 
Address Grant Hotel, Room 209, 2931 
John R, Detroit, Mich. 








JEWELER, DIAMOND SETTER, plati- 
num-and white gold, and engraver; first 
class work; seven years, New York, 
East; $35 week. Address A. Herrera, 
709 San Pedro Ave., San Antonio, Texas. 


A SALESMAN of exceptional ability and 
real integrity seeks responsible posi- 
tion with reputable retail organization. 
= “G., 8390,’’ care Jewelers’ Cir- 
cular. 





EXPERT watchmaker, jeweler, en- 
graver, diamond setter; 28 years’ ex- 
perience; combination or single line; 
at once; South preferred. Address “Q., 
8399,’’ care Jewelers’ Circular. 





JEWELER, expert on all kinds of re- 
pairing, special order and emblem 
work; also diamond setter; 25 years’ 
experience; Al _ references. Address 
*M., 8365," care Jewelers’ Circular. 





ENGRAVER JEWELER and diamond 
setter, with 20 years’ experience, 
wishes steady position at once; mar- 
ried; best of references. Address “Y., 
8376," care Jewelers’ Circular. 





HUB AND DIE CUTTER able to make 
all tools connected with same, also 
making his own designs, wishes steady 
position with reliable firm. Address 
“O., 8394,’ care Jewelers’ Circular. 





FOR NIGHTS ONLY, an efficient sales- 
man seeks position in a reputable New 
York or Brooklyn store; excellent refer- 
ences are available. Address ‘M., 
8393,’’ care Jewelers’ Circular. 





WATCHMAKER, JEWELER, engraver, 
Al mechanic; good reference; 18 years’ 
experience as all around man; married. 
Address “D., 8411,” care Jewelers’ Cir- 


cular. 





EXPERIENCED BOOKKEEPER § seeks 
connection with manufacturing’ or 
wholesale jewelers; over 15 years’ ex- 
perience. Address ‘‘V.T.J., 8415,” care 
Jewelers’ Circular. 





GRADUATE, Bowman Technical School, 
Lancaster, Pa.; first class, watchmaker, 
plain engraver, 15 years’ experience; 
single; $30 per week. Milton Miller, 
New London, N. C. 





WATCHMAKER, 35 years’ experience, 
wishes position with importer or good 
retail firm, or do the work home. 
Rosenstein. 220 East 204th St., New 
York. Sedgwick 3-8419. 





FIRST CLASS ENGRAVER, assistant 
watchmaker, 20 years’ experience, would 
like position in retail store; best ref- 
erences and samples of engraving. Ad- 


dress “‘C., 8412,’ care Jewelers’ Circular. 





SALESMAN, New York City experience, 
would like good line for jewelry and 
department store trade; jewelry or 
novelties. Address “S., 8436, care 
Jewelers’ Circular. 





YOUNG MAN, 21, seven years’ jewelry 
experience with manufacturing concern, 
capable of taking charge; New York 
or vicinity; A-1 references. Address 
“B., 8445,” care Jewelers’ Circular. 





SALESMAN, .20 years’ experience Southern 
territory, wishes to connect with house 
of good standing, jewelry or silver line. 
— “V., 8438,” care Jewelers’ Cir- 
cular. 





SALESMAN, long experience New York 
City, desires high grade gold jewelry 
line or gold novelties suitable for Fifth 
Ave. trade; references. Address “T., 
8437,” care Jewelers’ Circular. 





WATCH AND CLOCK MAKER wishes 
position; hawe 40 years’ experience in 
all its branches, and best of. references. 
meacher: F on E. Clinton Ave., Bergen- 

e 





YOUNG MAN of 28 years desires. position 
as watchmaker, jeweler, stone setter 
and engraver; just finished at Bradley ; 
prefer Rocky ‘Mountain States. Address 
“Watchmaker,” 2213 Main, Peoria, Ill. 


SALESMAN, fine watches and jewelry; 
long experience; strong following, bet- 
ter trade, East and Middle West. Ad- 
—_ “D., 8471,” care Jewelers’ Cir- 
cular. 





FIRST CLASS watchmaker and jeweler, 
age 32; railroad inspection experience; 
expert on small bracelets; references. 
we “L., 8366,” care Jewelers’ Cir- 
cular. 


DIAMOND SETTER, jeweler and en- 
graver, more than 25 years’ experience, 
best references, wishes steady position. 
— “B., 8470,” care Jewelers’ Cir- 
cular. 





BOOKKEEPER, STENOGRAPHER, nine 
years’ experience, complete charge of 
office; past six years with one con- 
cern. Address ‘‘A.,.8369,” care Jewel- 
ers’ Circular. ‘ 





YOUNG MAN, 25, with retail experience, 
some credits, desires steady position 
with wholesale or retail concern; best 
reference. Abe :Esacoff, 911 Southern 
Boulevard, Bronx, N. Y. 








NEW YORK NOTES 
(From page 86) 


prominent advertising agency, handling a 
variety of national advertising accounts. 
Advance Advertising Associates will spe- 
cialize in the jewelry field. 

Herbert P. Whitlock, curator of miner- 
als and gems at the American Museum of 
Natural History will be the lecturer at 
a free course of four informal talks on 
the “Appreciation of Gems” given at the 
museum by the Department of Public 
Education. The lectures will be held 
Saturday afternoons at 4 p. m. in Room 
202 of the School Service Building of the 
museum, 77th St. and Central Park West. 
They will begin Oct. 22 with a talk on 
“The Antique Use of Gems” and will 
be followed Oct. 29 by one on “Jade: Its 
Carving, Mythology and Symbolism.” 
The third talk, Nov. 5, will be on 
“Famous Gems of History” and the fourth 
and last on Nov. 12 on “The Art of the 
Lapidary.” 

Charles E. DuBois, and his wife, Edith 
M. L. DuBois, were buried on Sept. 19 
in Braintree, Mass. DuBois, a jeweler, 
with a residence in Tuckahoe, New York, 
and a summer home at Great Herring 
Pond, Mass., died of his own hand in 
a Quincy, Mass. rooming house Sept. 16. 
His death came after he was accused of 
the murder of his wife, who had been 
missing since Aug. 10. Five hours after 
his death was reported, workmen un- 
earthed a concrete crypt under the floor 
of the cellar of the building at Great 
Herring Pond, and in it were the remains 
of Mrs. DuBois. It was alleged by police 
that DuBois killed his wife in order to 
marry a Boston woman, and that fearing 
the discovery of his crime, took his own 
life. 





American Show Case & Mfg. Co. 
Purchases Michigan Store Fixture Co. 


Detroir.—The American Show Case 
and Mfg. Co. of this city, with other 
factories at Muskegon and Adrian, has 
purchased the good will, name and assets 
of the Michigan Store Fixture Co. of 
Detroit. 

Harry S. Sheresky, former president of 
the Michigan Store Fixture Co., has been 
elected vice-president and director of the 
American Show Case and Mfg. Co. in 
charge of designing. 

Mr. Sheresky is one of the best known 
store designers in the United States, hav- 
ing a reputation for designing stores with 
appeal and unusual merchandising ar- 
rangement. He will divide his time be- 
tween the offices. 





Look Out for Him 


According to the Jewelers’ Security Al- 
liance, a Michigan jeweler reports a 
“swindle by a man who passed a bogus 
certified check at his store. 

The man is described as six feet tall, 
as weighing about 190 pounds and as 
about 30 years old. He has a dark com- 
plexion, bushy hair and a scar on his 
neck. 
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Joseph P. Jaeger 

PorRTLAND, ORE.—Prominent in_ the 
jewelry business for a quarter century, 
Joseph P. Jaeger closed a most active 
career in the Pacific Northwest Sept. 10, 
when he died at his home in this city 
after illness of several months, at the age 
of 66 years. 

Besides the operation of a jewelry store 
with his brother from the year 1901 in 
Portland until a few years ago, when 
he retired, Mr. Jaeger was well known 
for his fraternal and civic activities. He 
was chairman of the Portland Chamber 
of Commerce publicity committee and ac- 
tive in the early dissemination of pub- 
licity which attracted new residents to 
the Oregon country. 

Versed in the value of good publicity 
and advertising, he handled this for the 
Pacific Northwest Tourist Association, 
which comprised not only Oregon, but 
Washington and the Province of British 
Columbia, Canada, as well. 

Knight Commander of the Scottish Rite 
Masons, he served also as a president of 
the Progressive Business Men’s Club, and 
was a director of Portland’s outstanding 
annual civic function, “The Rose Fes- 
tival.”’ 

He was born on May 30, 1866, at La 
Porte, Ind. After attending business col- 
lege, he was graduated from a school of 
optometry in Chicago. On April 20, 1892, 
he married Miss Grace E. Dunmire. In 
1901 he came to Portland, Ore., where 
he since remained, going into the jewelry 
business with his brother, E. J. Jaeger, 
who had that year established this jewel- 
ry store, which at 131 6th St. was one 
of the best known in the city. He had 
charge of the optometry department. 
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Besides his widow, two sons and two 
sisters survive him. He leaves also his 
brother, E. J. Jaeger, long associated 
with him in the Portland jewelry store, 
and two others in Los Angeles and Chi- 
cago, respectively. 

The Rose Croix funeral team and Scot- 
tish Rite Masons had charge of the fu- 
neral. 





Fifty Year Jewel for Work 
in |. O. O. F. 


SatT Lake City—A special feature of 
the meeting of the Salt Lake Lodge No. 2, 
Independent Order of Odd Fellows, held 
Friday evening, Sept. 9, in the I. O. O. F. 
temple, was the presentation of a 50-year 
or honorable veteran jewel to L. E. Hub- 
bard, Salt Lake jeweler. 

The honor was bestowed upon Mr. 
Hubbard for 50 consecutive years of good 
standing in the order. L. A. Giddings, 
grand master, made the presentation 
speech. This is the sixth time the jewel 
has been awarded to members of the 
I. O. O. F. in Utah. 

Mr. Hubbard became a member of the 
order in Valley Lodge No. 95, Great 
Bend, Kan., June 7, 1882, and transferred 
to Park City Lodge No. 7, Oct. 16, 1890, 
in which lodge he still retains his mem- 
bership. He served as grand master of 
the grand lodge of Utah from 1889-1900, 
and as grand patriarch of grand encamp- 
ment of Utah in 1896. 





One of the latest creations of C. A. 
Marsh & Co., Inc., Attleboro, Mass., is 
the new Tongue Tyed costume bracelet. 
It is being shown in the new shapes and 
colors to match the fall ensemble. 
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Check your stock and 
place orders now for 
what is needed. 


You will find the ad- 


seoeereimenemememe eee ee 


vertisers can assure 
] 

you of good values 
and satisfactory ser- 
vice. 





uy—Words 
OF THE INDUSTRY! 


Leadership is not a matter of luck or accident. 


| 
It is the result of a confidence built on the solid founda- 
tion of superior performance and fostered by sound, truth- 


| ful, believable advertising. In every Industry there are 
| | concerns whose names are “‘first-in-mind” when products 


are due to be purchased. 
These products have become “buy-words” of the indus- 


try, because 


| Ist. In use they have lived up to all that 
| has been claimed for them. 


2nd. Consistent advertising has kept the 
| records of achievement of these prod- 
ucts always alive in your memory. 


Advertisements of these friendly, familiar products are 
to be found in most any issue of this magazine. You will 
profit by keeping up your acquaintance with them. 


Buy with confidence... products. you see advertised. 


Copyright 1932, Kogers & Gano Advertising Agency of Texas 





